





FheNATIONAL, 


NDE RWRITER 


Like InAwzance Edition 








notice any nesemblance ? 


Perhaps the camera doesn’t catch it. But it’s there all 
right. All you have to do is read the biography of Charles 
B. Knight (right), look back over the record of his son- 
in-law, Walter E. Barton (left), watch the work of his 
grandson, Charles N. Barton and the resemblance will 
be clear. 

You will notice first that all three names are linked 
with The Union Central Life Insurance Company. Yes, 
. in 1914 Charles B. Knight became the General Manager 
for The Union Central Life Insurance Company for 
New York City. Accompanying him was his son-in-law 
Walter E. Barton. Today, Charles N. Barton, Vice 
President in charge of sales in Union Central’s New 
York Agency, carries on the tradition established by his 
father and grandfather. 

It is this sense of tradition, this continuity of spirit 
that reveals, more clearly than anything else, the re- 
semblance between these three men. It is impossible to 
look back over the lives of Charles B. Knight and 
Walter E. Barton without sensing their consciousness 
of duty to humanity, of service to American families. 
They knew, as Charles N. Barton knows today, that no 
man can have a happy life without a feeling that, in ad- 


dition to providing for his own family, he is contribut- 
ing to the welfare of his fellow man. 

Life Insurance offers the answer to both these aims. 
And Union Central makes the fulfillment of these aims 
easier and more pleasant. Union Central provides its 
agents with opportunity for financial security while 
active. And Union Central assures them of liberal re- 
tirement and pension arrangements. 

An alert, cooperative Home Office aids the men in 
the field with modern sales tools, made constantly more 
effective by research and testing. And, of course, Union 
Central offers a policy to meet every life 
insurance need from birth to age 70. 


The Union Central 
Life Insurance 
Company 


CINCINNATI, OHIO 
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Life insurance can often be an. 


99 


important step to personal success 


A statement with particular significance for younger men 


by LAWRENCE W. TICE 
President, International Correspondence 
Schools, International Text Book Com- 


pany, and Haddon Craftsmen, Inc. 


“ON OF the most important bene- 
fits of life insurance is the peace 
of mind it brings. 

“This, of itself, helps the individual 
to live a happier, more useful life. It 
gives fuller release to his energies. It 
permits a sharper focus on the things 
that make for real success. 

“Through my years in education 
and business I have been, you might 
say, ‘looking over the shoulders’ of 
many young men in the early stages 
of their careers. And time after time 
it has seemed to me that where one 
has planned well against future un- 
certainties, achievement has come 
more easily ... often more rapidly. 

“This is an added reason why it is 
good for a young man to start early, 
and with competent advice, to build 
a real program of life insurance.” 


HOW LONG IS IT SINCE YOU 
HAVE REVIEWED YOUR 
LIFE INSURANCE PROGRAM? 


Births, deaths, marriages, changing needs, 
shifting costs and taxes... all affect pro- 
tection plans. Life insurance programs 
need review at least every two years. 
Yow’ ll find real assistance when you 
call upon a Northwestern Mutual agent. 
He is trained to give understanding advice. 
His company is one of the six largest. 
It has over 90 years’ experience. 
Moreover, Northwestern Mutual offers 
so many significant advantages, including 
low net cost, that no company excels it in 
that happiest of all business relationships 
—old customers coming back for more. 





KARSH, OTTAWA 


A NORTHWESTERN MUTUAL PoLicyHoLDER. Mr. Tice has set up a broad and effective life insurance 
program with this company. Today, he owns eight Northwestern Mutual policies. 


Zhe NORTHWESTERN MUTUAL 2 Aesurance Company 


MILWAUKEE, WISCONSIN 





APPEARING IN: NEWSWEEK, JAN. 7; TIME, JAN. 28 
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Section 213 
Hearing Set 
for Feb. 14-15 


Condon Committee 
Against Offering More 
Than | Bill to Legislature 


NEW YORK — The next hearing on 
the proposals to change the expense lim- 
itation section of the New York insur- 
ance Jaw will be held Thursday and 
Friday, Feb. 14-15, in the small ballroom 
of the Roosevelt hotel in New York 
City, according to Paul L. Bleakley, 
counsel to the Condon committee of the 
New York legislature, whieh is consid- 
ering changes in section 213. 

Unless the companies and the New 


‘York department agree on either a mod- 


ification of the proposed article IX-F 
or the amendments to section 213 
worked out by a group of life company 
executives in cooperation with depart- 
ment technicians, it is likely that the 
Condon committee will have two draft 
bills to consider when the hearing opens. 

However, Mr. Bleakley said the com- 
mittee is opposed to presenting more 
than one bill to the legislature and that 
his preference was for a new article 
rather than amending the present sec- 
tion 213. 

Conferences are still going on between 
department technicians and the sub- 
committee of the American Life Con- 
vention-Life Insurance Assn. committee 
on section 213 headed by President 
James A McLain of Guardian Life. 
Roger Hull, executive vice-president of 
Mutual Life, is chairman of the sub- 
committee. It is understood that the 
areas of difference are being narrowed 
and that the outlook is good for reach- 
ing an agreement between the depart- 
ment and the McLain committee. 

At the same time, there are company 
executives who are strong for the 
amendment approach, either because 
they like its substance better than what 
is in the proposed article or because 
they figure it is vitally important to get 
legislation enacted this year and it 1s 
better to have two strings to their bow 
in case the proposed section IX-F should 
prove unacceptable to the department, 
the Condon committee, or the legisla- 
ture. 

The subcommittee and the department 
have not been reported as reaching any 
final figure on agents’ compensation lim- 
its but it is understood that at this stage 
the range is not far below the “present 
value” figure of 97.2% of one year’s 
premium that article IX-F contained 
when offered to the Condon committee 
at the hearings last November. There 
would be no separate provision for se- 
curity benefits. 

There is still not complete agreement 
on training allowances. Article IX-F 
set these at 5% of the agency expense 
limit but the department’s position is 
said to be for grading this downward 
by size of company. 

The modifications or article IX-F in- 
clude a provision for general agents’ 
compensation limits. There were no 
limits in the original article IX-F draft, 
the framers’ position being that since 
there is no ceiling on managers’ com- 
pensation the general agency companies 


Should have the same freedom. How- 


ever, the department was insistent on.a 


Joint Company 
Committees Named 


American Life Convention and Life 
Insurance Assn. have announced the 
membership of their 15 joint committees 
for 1952. Chairmen of these committees 
are as follows: Federal income taxation, 


Claris Adams, president Ohio State 
Life; social security, Reinhard A. 
Hohaus, actuary Metropolitan Life; 


section 213, James A McLain, Guardian 
Life; .international labor organization, 
Sylvester. C. Smith, Jr., general counsel 
Prudential; valuation of assets, Sherwin 
C. Badger, financial vice-president, New 
England - Mutual; group insurance, J. 
Henry Smith, second vice-president and 
associate: actuary Equitable Society; 
blanks, Horace R. Bassford, vice-presi- 
dent .and chief actuary Metropolitan 
Life; legislative, B. L. Holland, president 
Phoenix Mutual; direct placements, 
Thomas A. Bradshaw, vice-president 
and general counsel Provident. Mutual 
Life; practice of law, John’ Parker, Jr., 
vice-president and general counsel New 
England Mutual; status of agents, 
O.A.S.I., P. Cavanaugh, associate 
counsel Aetna Life; premium taxation, 
Orrin R. Brown, manager tax depart- 
ment John Hancock; war problems, 
Ray D. Murphy, executive vice-president 
and actuary, Equitable Society; inflation 
control, Carrol M. Shanks, president 
Prudential; withholding and information 
at source, Harrison B. Clapp, secretary 
Massachusetts Mutual. 


N. Y. CIO Would Bar 


Companies from DBL 


The New York state CIO legislative 
program for 1952 includes a proposal to 
bar private insurers from writing the 
coverage required under the disability 
benefits law. The CIO also wants New 
York to take the lead in providing a 
comprehensive system of health insur- 
ance. ‘ 








Insurer Violates Salary Rule 


NEW YORK—An insurance com- 
pany with more than 1,000 employes was 
one of 267 business units that violates 
wage and salary controls in the New 
York area, according to the wage board’s 
regional office here. The identity of 
the company was not disclosed pending 
further investigation. 








limit. The approach in the modification 
is to have an aggregate limit on general 
agents’ compensation which would be 
linked to premiums, like that of agents, 
but with a provision allowing the com- 
pany to exceed the aggregate limit by 
a percentage specified in the statute in 
the case of individual general agents. 
New general agents could be free of 
limitation for their first five years, ex- 
cept that they would be subject to the 
over-all agency expense limit. 

National Assn. of Life Underwriters 
has given no indication of its reaction 
toward either the modifications of arti- 
cle IX-F or the proposed amendments 
to section 213. | 
be that N.A.L.U. would take no posi- 
tion one way or the other. The pro- 
posals would not permit as high com- 
missions for agents as were contained 
in the bill introduced last year at 
N.A.L.U.’s request, but it could be that 
N.A.L.U. would consider the final com- 
promise bill to be a sufficiently long 
step in the right direction so it should 
not be opposed, but on the other hand, 
N.A.L.U. might feel it would be weak- 
ening its position in going after im- 
provements in future years if it could 
be cited as having endorsed a compro- 
mise this year. 


However, it may well 


Major Features 
of Plan to Amend 
213 Are Given 


NEW YORK—Here are the major 
features of the draft of the proposed 
amendments that would be sandwiched 
in with present section 213, the ex- 
pense limitation section of the ‘New 
York insurance law. The draft was pre- 
pared by President M. Albert Linton 
of Provident Mutual and Vice-presidents 
H. B. Wickes and Gordon McKinney of 
aponey Mutual Life of Binghamton, 


First year commissions to agents 
would be subject to dollar test year by 
year. This would be based on a 55% 
graded scale plus $1 per $1,000 of new 
business. This follows the present law 
but the total would be available for 
agents and would not be diminished 
by the general agents overriding as at 
present. 

Renewal commissions for agents would 
be nine fives plus five three and one- 
thirds, which is in present section 213., 
in addition to which there would be 
2% non-vested service fees. These could 
be’ commuted and be paid as security 
benefits. The value of the payments for 
the first 15 years—including the 55% 
first year commission would be 90.1% 
for ordinary life as now, as against 
86.6% in the proposed article IX-F 
drafted by the McLain committee of 
the American Life Convention and Life 
Insurance Assn. 


97.2% Is Total Value 


The total value would be 97.2% in- 
cluding service fees. This is the same 
as in article IX-F but backers of the 
amendment approach contend that it 
would provide greater flexibility and 
would make it possible to pay more 
in the first 15 years—also that the total 
97.2% could be paid even though there 
were no provision for service fees, pro- 
vided security benefits had a value of 
at least as much as the permissable serv- 
ice fees. A less favorable aspect of the 
amendment, however, would be that 
2% would be the maximum service fee 
that could be paid to an agent, as against 
3% under article IX-F. 

The amendment plan would permit 
companies to pay general agents part 
of the commissions that would be allow- 
able for agents but not actually paid 
to them. This would be done by in- 
cluding in the amendment a statement 
of the maximum joint compensation 
of the agents and general agents. At 
the same time, the portion allowable to 
the agent would be specified, thereby 
permitting agents to see readily the 
statutory maximum that could be paid 
them. 

The first year overriding commission 
to a general agent is subject to a maxi- 
mum of 5% in addition to whatever part 
of the agent’s 55% graded commission 
is not actually paid to the agent. Yet 
a general agent cannot get first year 
overriding commissions on his personal 
business that exceeds half of the agency’s 
total production. 

If an agent got the top renewals and 
service fees, the general agent’s over- 
ridings would be nine threes plus five 
two and two-thirds, with 1% service 
fees after that. However, these commis- 
sion limits would not apply during a 
man’s first five years as a general agent. 

Besides the above compensation, the 
company may repay the general agent 
for vouchered expenses and. an addi- 
tional $1 per $1,000 of new business 
covering on non-vouchered expenses. 
However, the additional 
thousand is not permitted for companies 
having more than half a billion of in- 
surance in force. 


‘the year before. 


dollar a: 


Ordinary Life Sales 
in 1951 Hit Record 
High; Total Off 5%. 


Group Slump Due to Wage 
Freeze Caused Year’s 
Decline, L.IL.A.M.A. Says 


Life insurance. purchases in the United 
States in 1951 showed a decrease of 5% 
from the volume in the previous year, 
although purchases of ordinary life in- 
surance increased to. a record high, it 
is reported by Life Insurance Agency 
Management Assn. 

Total purchases in 1951 were. $29,- 
148,000,000, compared with $30,675,000,- 
000 in 1950 and $23,730,000,000 in 1949. 


. The year’s decline was due entirely to 


the 33% smaller purchases of group life 
insurance, curtailed by the fringe benefit 
limitations of the wage freeze. The 
group life insurance purchases were 
$4,800,000,000, compared with $7,203,- 
000,000 the. year before, but the 1951 
total was larger than for any year prior 
to 1950. 

Ordinary life insurance purchases in 
1951 were: $18,838,000,000, up 4% from 
} Industrial also showed 
a rise in 1951, the year’s $5,510,000,000 
being 2% over the previous year. 

December purchases of new life in- 
surance totaled $2,535,000,000 a decline 
of 15% from December, 1950. December 
purchases of ordinary life insurance 
were up 8% and industrial purchases 
were up 12%, but the group total in 
December was 54% smaller than the 
year before. 


—_— 


L.LA. Wins Two 
Premium Tax 


Test Cases 


NEW YORK—Test cases involving 
premium taxes were won by life com- 
panies in Colorado and Arizona. The 
litigation was conducted by the Life In- 
surance Assn. of America on behalf of 
the industry. 

The supreme court of Colorado in 
Prudential vs. Kavanaugh this week 
reversed the lower court and held that 
dividends applied to buy paid-up addi- 
tions need not be included in the tax 
base a second time. The trial court had 
held that if a $10 dividend, for example, 
resulting from a $100 premium. were 
used to buy paid-up additional insurance, 
a tax should be paid on $110, rather 
than $100, as the company contended. 
S. S. Sherman of Pershing, Bosworth, 
i he Dawson of Denver represented 


Annuities Not Taxable 


The Arizona supreme court in cor- 
poration commission of Arizona vs. 
Equitable Society, held that annuity 
considerations were not taxable 7s 
“premiums” under the state’s 2% gross 
premium tax. It was argued early last 
vear. As in the Colorado case, consider- 
able time elapsed between the oral 
argument and the rendering of a deci- 
sion. N. S. Hull of Evans, Hull, Kitchel 
& Jenckes of Phoenix, handled the case 
for the L.I.A. 
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ECONOMIC RENAISSANCE IN DIXIE 


Yankee Insurers Plant Agencies 


to Serve the Great New South 


By RICHARD J. THAIN 


Some call it an economic renaissance, 
others an industrial revolution, but all 
agree there have been great doings in 
Dixie in the last few years and the 
more alert marketers of life insurance 
are capitalizing on the situation. The 
southern life companies have been ex- 
panding and improving rapidly and a 
number of non-southern insurers, to 
which the lower half of the country was 
for years unexplored territory, are set- 
tling the south rapidly with new agen- 
cies, sowing the country with agents 
and reaping bumper crops. 

The south with its good climate, its 
natural resources, its abundant labor 
supply is increasingly an industrial re- 
gion. Southerners from Texas over to 
the Atlantic are coming into their share 
of the kind of money that makes excel- 
lent life insurance prospects. 

For the past few months, we have 
been asking company executives and 
agency department people about their 
plans for expansion, with particular 
emphasis on whether they have singled 
out any particular geographic area as 
being especially suited to intensive 
agency cultivation. Many of these men 
would answer with a proper laugh that 
they are out to expand wherever they 
can, but there were a number who came 
right out and said they intend to concen- 
trate on the southern states. It seemed 
that the conclusion could be drawn that 
those who have wetted fingers up to the 
life insurance trade-winds have con- 
cluded that the greatest unrealized po- 
tential of sales today lies in the southern 
states. i 

These men know that northern in- 
dustry has moved south in many cases, 
that southern towns which had experi- 
enced little growth in decades are grow- 
ing mightily now. The great textile 
mills have moved south, shipbuilding is 
an important adjunct in southern ports, 
steel and defense production 1s up, the 
atomic energy plants and other manu- 
facturing developments in the TVA 
power area have boomed, and great oil 
and mineral wealth has meant that the 
proportionate rise in income of south- 
erners has been the greatest in the USS. 
Southern farmers are prospering greatly 
and have become an -important adjunct 
to the life insurance market. 

These great changes and advance- 
ments in the south have caused the 
agency departments to sit up. They 
have been seeing southern agencies 
writing increasing amounts of business 
in proportion to northern agencies. ~~ 
recent years, southern agencies of north- 
ern companies, which had remained for 
years more or less stationary on the 
lower reaches of agency standings, have 
perked up mightily and, in many cases, 
like amoeba, have been separating 
themselves into new agencies. The 
growth in importance of southern busi- 
ness to companies not domiciled in the 
south has been automatic, done without 
too much attention paid to the southern 
plant by the home offices, but by now 
the home offices are beginning to real- 
ize that there is life below the Mason- 
Dixon line. . " 

It may seem foolish to consider any 
section of the country as a bloc, but this 
is the way the south has been evaluated 
by many non-southern life companies in 
the past. The non-southern companies 
traditionally have contented themselves 
with at the most a few agencies in the 
largest cities of the south. Many of 
them, though entered in southern states, 
actually drew very little business from 
them, because they were concentrating 

their efforts and establishing new agency 
forces in other sections of the country 


which they regarded as more productive 
of life insurance business. Southerners 
were mainly prospects for industrial. 
The agency men of these companies 
have recently been startled at large 
ordinary production figures from their 
southern agencies. They have been 
jarred also by the tremendous jobs the 
southern-domiciled companies have 
achieved in recent years. 





NATIVE INSURERS GROW 





In the past, the south was regarded 
pretty much as the bailiwick of the small 
companies, often family concerns which 
limited their writings to industrial busi- 
ness. Now several of these companies 
have catapulted to giant size and spread 
out from the south to other sections of 
the country. Almost all of the southern 
companies, represented in the increas- 
ingly vigorous Life Insurers Confer- 
ence, are by now combination companies 
writing considerable ordinary in the 
south. They are growing, they are 
strong, they have arrived and thrived on 
the life insurance sub-soil of the south. 
It has just been physically impossible 
for them to grow fast enough to absorb 
all of the business that lies in the terri- 
tory for them. 

Now some of the big eastern and mid- 
western companies have caught on and 
are building up both ordinary and com- 
bination forces in the new south. Texas 
is a very obvious example, because some 
of the big companies which were forced 
to withdraw there by the punitive Rob- 


ertson law have reentered the state. 
This makes it appear that more of the 
large non-southern companies are build- 
ing up larger forces in Texas than else- 
where. Actually the bigger companies 
are just as busy building up their forces 
in the less-conspicuous states of the 
south. 

The working people of the south are 
well off today. The average wage is 
lower than in the east and midwest, but 
so are living costs. There is a far greater 
number of white collar workers than 
ever before. There is a growing group 
of well-to-do professional people, exec- 
utives and farm owners. Some of these 
people had never been solicited by in- 
surers who concentrated on the debit. 
Things are different now. The increas- 
ingly active ordinary departments of the 
southern companies and the representa- 
tives of the non-southern companies 
which are moving in are closing the gap. 
Report Recruiting Easier 

Some executives report that recruiting 
is easier in the south and opine that per- 
haps this is because sales potentialities 
are apparent to southerners, Not all of 
the managerial and selling talent which 
is being developed in the south is of 
southern origin, however. A number of 
people from other sections of the coun- 
try have moved to the south because of 
the more favorable climate, because 
of military association or just plain be- 
cause of the opportunities. These ex- 
patriates do not find that their non- 
southern backgrounds are any great 

(CONTINUED ON PAGE 9) 
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Congratulations 


Elwood Chambers 


and your associates in the 





Mr. Chambers and his associates were awarded the Presi- 
dent’s Trophy for 1951 — the highest honor that Common- 
wealth can bestow upon one of its ordinary branch agencies. 
This award is made annually by the company to the branch 


agency whose manager does the best all-around job of 
agency management. 


Commonwealth is indeed proud to pay this well-earned 
tribute to Elwood Chambers and his championship team of 


Career Life Underwriters. 


INSURANCE IN FORCE January 1, 1952 — $541,728,825 


COMMONWEALTH 
Life Jusurance Company 


HOME OFFICE © LOUISVILLE, KY. 





Double Liability 
Looms If New York 
Decision Sticks 


Court Holds Beneficiary 
Can Bequeath Proceeds 
Residue Only by Will 


NEW YORK — Judge Eder of ty 
New York supreme court has held thay 
a supplementary contract providing fy 
payment of proceeds at the beneficiary; 
death, pursuant to a mode of settlemey 
elected by her, was unenforceable 
the ground that the contract was y 
attempted testamentary disposition whig 
failed to conform with the statute g 
wills. The case is Hall vs. Mutual Lif 

The case is of widespread interest ip 
the life insurance business, as well x 
to the public, because if it should 
upheld on appeal it would put many 
estates of beneficiaries in a position t 
demand from life companies _proceeés 
that the companies had already paid t 
the beneficiaries’ designees under ¢. 
cumstances parallel with those in th 
Hall case. 


L.I.A. Retains Counsel 


The Life Insurance Assn. of Ameria 
has retained James D. Ewing of th 
New York City law firm of Alexande 
& Green to prepare an amicus curix 
brief for use when the case is considered 
on appeal by the appellate division. 

In situations like the Hall case, where 
the beneficiary has not died, it woul 
be possible to guard against double lis 
bility by requiring that beneficiaries 
living in New York state comply with 
the statute of wills if they expect the 
insurer to follow their instruction in 
disposing of proceeds residues. 

Companies can also guard against 
double liability in the same way in 
Setting up new “second-taker” designs 
tions when requested by beneficiaries, 

There are no complications when the 
insured himself designates the secondary 
beneficiaries. 


Statute Amendment Likely 


As far as living beneficiaries are con- 
cerned, it seems likely there will be no 
trouble in getting a law enacted that 
would make compliance with the statute 
of wills unnecessary even though the 
beneficiary elects the option. It might 
even be possible, though much more 
difficult, to get a law that would take 
care of payments already made. This 
could be done on the basis that it was 
the legislative intent in enacting the 
Statute of wills that designations of sec- 
ondary beneficiaries by primary bene 
ficiaries who have chosen settlement 
options should not be regarded as testa 
mentary dispositions. 

Judge Eder, while conceding that 
justice might be better served if such 
designations were not regarded as testa 
mentary dispositions, said that it was 
not up to the courts to modify the law, 
but only to interpret it and apply it. 





General Agents and Leaders 
of N. E. Mutual to Meet 


New England General Agents Assn. 
will meet on Mar. 23-26 at Boca Raton, 
Fla. The executive committee of the as 
sociation met recently with company ¢x 
ecutives at the home office to formulate 
an agenda for the meeting and to discuss 
reports of various committees of the as 
sociation. The Leaders Assn., the com- 
pany’s top production club will meet 
on Mar. 29-Apr. 1 at Hot Springs, Va 
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Big Expenditures 
for 5S, Veterans 
Reported; More Ahead 


President Recommends 
Further Liberalization and 
Increased Appropriations 


WASHINGTON — The President's 
budget message reports 1951 expendi- 
tures for social security, welfare and 
health were $2.3 billion, in round fig- 
ures, compared to $2.6 billion in fiscal 
1952 and 2.6 for 1953. “New obligational 
authority for 1953” is recommended to 
the amount of $2.5 billion. 

The President repeats his recom- 
mendation that social security benefits 
should be increased by $5 per month. 
Because of rising wage levels, he said, 
OASI revenues “are higher than will be 
needed to pay the present scale of bene- 
fits to people who will retire,” and it 
is possible to increase “average primary 
benefit rates” by $5 monthly without in- 
creasing contribution rates in present 
laws. Such increase would raise the 
average benefit of a retired worker to 
$47 per month, according to the mes- 
sage. . 

The President added he hoped Con- 
gress “will not neglect other desirable 
improvements in our social insurance 
laws which will move us closer to our 
objective of making OASI a basic pro- 
tection for all employed groups, with 
special pension plans supplementing this 
basic protection. 


Would Extend Coverage Still Further 


“We should extend coverage to mem- 
bers of the armed forces, public em- 
ployes, farmers, farm and_ household 
workers not regularly employed by a 
single employer, and other employed 
groups who are not covered by a pub- 
lily sponsored insurance system. Also, 
as soon as practicable, the present limi- 
tation of $3,600 a year on earnings taxed 
under the insurance system should be 
brought up to date, and provision should 
be made for permanent and total disa- 
bility protection.” 

The President said that OASI forging 
ahead of public assistance in the past 
year “marks the realization for the first 
time of a basic principle of the social 
security act—that the major role of pro- 
tecting people against want in old age 
should be assigned to social insurance, 
financed mutually by employers and em- 
ployes through payroll taxes, and pro- 
viding benefits as a matter of right with- 
out a means test.” 

The 1950 social security amendatory 
act, broadening coverage and increas- 
ing benefits, the President said, played a 
major role in reversing the previous 
trend under which public assistance was 
ahead of OASI. 

For those unable to work—older or 
disabled people or widows with growing 
children—“insurance protection should 
be available on an adequate basis,” the 
President said. 

He reported $14.7 billion in the OASI 
trust fund in 1951, estimated $16.8 bil- 
lion this year and $18.7 billion for 1953 
fiscal. 


Situation in Veterans’ Field 


In the veterans’ field, the budget mes- 
sage reported $50 million expended on 
imsurance and servicemen’s indemnities, 
and estimated $252 million for 1952, $68 
million for 1953 fiscal, and recommended 
$70 million new obligational authority 
for 1953. 

The large size of the 1952 figure. the 
Message indicated. was due to casualties 
in Korea, on account of government re- 





President W. J. Cameron of Home Life presents the 1951 agency building award to 


Manager Clarence Oshin, New York City, 


second from left. Looking on are W. P. 


Worthington, executive vice-president, left, and J. F. Walsh, vice-president and manager 
of agencies. This is the second consecutive year and the third time in four years that 
the Oshin agency was so honored. The agency produced $8,795,000 worth of business 
in 1951, an 18% increase over the 1950 volume. 








imbursement of the National Service and 
U. S. Government Life trust funds for 
costs of deaths of policyholders trace- 
able to war hazards, and government 
payment of claims for veterans who fail 
to meet regular insurability standards. 

The message says it is expected that 
by the start of fiscal 1953, dividend pay- 
ments out of the NSLI fund will be on 
a current basis, and in that year expendi- 
tures and receipts from that fund and 
the USGLI trust fund ‘will approach a 
balance.” 

The President in his budget message 
says the military service personnel sur- 
vivors benefits (Kilday) bill does not 
provide protection if service in the 
armed forces is terminated before re- 
tirement. He prefers inclusion of mili- 
tary personnel under OASI. 

He recommends Congress should “ex- 
amine all the federal retirement laws 


and the experience which we _ have 
gained under them with a view to deter- 
mining whether future obligations for 
military retirement should be met by a 
contributory system in which career mil- 
itary personnel and the government 
share in the establishment and main- 
tenance of a retirement fund adequate 
to meet the rapidly increasing costs of 
military retirement benefits.” 





New Managers, Departments 


Occidental of California has appointed 
Jack Dorr manager, and Darrell Hays 
associate manager of the new policy 
loans and surrender department, and 
Jackson Brownson manager of the new 
policy change department. Both depart- 
ments were part of the service depart- 
ment. 








motels should be built. 


at all. 


petition, but strengthened. 








Competition 


On the road into one of the principal cities of Florida 
a couple of men built motels, or motor courts, as a mod- 
ern solution to the problem of overnight housing for 
tourists. The need, usually supplied by a hotel, was for a 
clean and comfortable room and bath for over night 
with a place out front to park the automobile. The motels 
supply a real need and before long there were a dozen 
of these motor courts along the highroad. A motel is 
essentially a small business and to handle it properly it 
should not be made larger indefinitely. When there are 
more tourists than motels can take care of, additional 


The motel keepers saw no objection to competition. 
Consequently, on that particular highway into the city 
there are now over 90 motels in competition. 
each as a separate business did the whole group no harm 
Instead they share the over-supply of tourists 
and the continuous flow of business encourages each 
owner to keep his place up to the mark. 


There is a distinct point of likeness here for the in- 
surance man. The bloodstream is not weakened by com- 
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Prospects for War : 
Damage Legislation 
Believed Brighter 


President's Message, Life 
Men’s Conference with 
Frear Group Encouraging 


WASHINGTON—Prospects for war 
damage legislation are looking up, in the 
opinion of some insurance observers, in 
view of a recommendation of legislation 
on the subject in the President’s budget 
message, the recent conference of life 
insurance representatives with the Frear 
subcommittee of the Senate banking 
committee, and other developments. 

The life group, while not recommend- 
ing legislation at this time, urged that 
(1) any legislation should be of emer- 
gency character, (2) the President 
should have authority to deal with emer- 
gency needs, (3) any moratorium provi- 
sion should apply to all financial obli- 
gations. 

They also indicated opposition to the 
budget bureau’s bill’s provision for an 
inventory of property and to limiting 
property indemnification to $5,000. 

In his budget message the President 

said: 
_ “I urge Congress to consider leg- 
islation to compensate individuals and 
business firms for property damage 
arising from enemy attack. In an atomic 
age, the probability of such an attack 
is so unpredictable and the expenditures 
necessary to provide a minimum level of 
protection are potentially so large that 
neither private nor public insurance is 
feasible. Nevertheless, orderly advance 
planning is essential.” 

_He referred to the draft of legisla- 
tion submitted by the budget bureau 
and said “the appropriate agencies of 
the government are continuing to re- 
view and improve these proposals.” 


Report on Frear Conference 


A release reviewing the conference 
with the Frear committee was issued 
from the offices of Robert L. Hogg and 
Eugene Thoré, representing A.L.C. and 
L.I.A., respectively. It said in part: 

“The life insurance men emphasized 
that they are not urging the enactment 
of legislation at this time, but wish to 
point out certain aspects of S. 1848 
which they felt to be undesirable if any 
such legislation were to be enacted. 

“The life insurance people stressed the 
advisability in any legislation of this 
kind to have it restricted to emergency 
needs. This position was taken because 
it was felt that it is not practical to 
anticipate the consequences of wide- 
spread war devastation. 

“The point was further made that in 
dealing with wide-spread devastation, 
the President should have, if he does not 
already have, ample authority to deal 
with emergency needs. 

“Pointing to the fact that the bill pres- 
ently authorizes declaration of a mora- 
torium for insurance companies’ pay- 
ments only, the life insurance represent- 
atives stressed the point that any such 
authority should be universal in its ap- 
plication to all financial obligations. 


Property Damage Angle 


“With respect to the section of the 
bill dealing with property damage, the 
life insurance representatives indicated 
doubt whether any such long-range pro- 
gram should be enacted now, but that, if 
a program is to be enacted, there is a 
difference of opinion in the life insurance 
business whether the approach should 
be that of general indemnification by the 
government as now contemplated by the 
bill, or whether it should involve the 

(CONTINUED ON PAGE 9) 
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Committee Seeks 


Nominees for 
Top NALU Offices 


Wants to Consider 
Recommendations at 
Mid-year Meeting 
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Recommendations of nominees for of- 
ficers and trustees of the National Assn. 
of Life Underwriters for election at its 
convention in Atlantic City, Sept. 8-12, 
are being sought by the committee on 
nominations. All state and local associa- 
tion presidents and association leaders 
throughout the country are being invited 
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f National Assn. of Life Underwriters at first meeting at New York 
Front row, left to right, John D. Marsh, Lincoln National, Washington, D. C., vice-chairman; Charles W. Campbell, Prudential, 
Newark, chairman; M. L. Camps, John Hancock, New York City, secretary; W. Eugene Hays, New England Mutual, Boston, chair. 
man, advisory committee on agency management training; W. Thomas Craig. Aetna Life, Los Angeles, immediate past chair. 
man; H. Fred Monley, assistant director of company relations, L.I.A.M.A., and Ray H. Wertz, Reliance Life, Detroit, vice-chairman, 
Rear, Lawrence W. Jackson, associate director of field service of N. A. L. U. and administrative assistant to the conference; 
W. Henry Blohm, Provident Mutual, Cincinnati, director; William A. Arnold, II, John Hancock, New York City, Benjamin N, 
Woodson, managing director, N.A.L.U.; Osborne Bethea, Prudential, New York City; William J. Nenner, Penn Mutual, Cleve. 
land, and Halsey D. Josephson, Connecticut Mutual, New York City. 



















by the committee to screen their mem- 
bership and submit names of candidates 
qualified to fill the top echelon of 
N.A.L.U. 

N.A.L.U. by-laws provide that the 
committee on nominations shall not only 
solicit recommendations of nominees for 
offices, but shall investigate the qualifica- 
tions of all persons under consideration. 
No person may be recommended for any 
office without his consent having been 
first obtained, and official endorsement 
by his local or state association must 
accompany each recommendation. Spon- 
soring groups may obtain from the 
chairman of the committee copies of a 
questionnaire, seeking information on 
the qualifications on each candidate sub- 
mitted for national office. : 

The by-laws instruct the committee 
on nominations to recommend candi- 
dates for the offices of president, vice- 


than nine candidates for trustee. 


convention. 


The committee urges 


March 17-20. 


tion leaders may have full opportunity 
to review and consider the recommended 
slate. The release of the committee’s re- 
port will not interfere with the regular 
privilege of presenting additional recom- 








THE LAST WORD 


The prospect has the last word. Very often it is, “I'll take it,” when 
Washington National representatives mention any one of three unusual 
coverages. 


1. Non-can hospital (guaranteed renewable to Age 65) is something 
that sells, because people like the idea. It’s a natural. 


2. Non-can. Monthly income (accident and sickness) with no house 
confinement required, is responsible for large volume production. 


3. Single - premium vision impairment annuity (monthly income for 
life when 90% of vision is lost) is a Washington National EXCLUSIVE 
which many persons buy who thought they had all the insurance they 
needed. 


Washington National is a multiple-line personal protection company, 
writing life, accident, health, hospitalization, franchise and group. Com- 
plete details about our unusual coverages (as well as the standard line) 
will be given to qualified persons who are at liberty to inquire. 


WASHINGTON NATIONAL 
INSURANCE COMPANY 


Evanston, Illinois 


R. J. WETTERLUND, President 
G. P. KENDALL, Secretary 


H. R. KENDALL, Chairman 





president, secretary, and treasurer and 
to select not less than seven nor more 
The 
terms of six members of the present 
board of trustees will expire at the 1952 


sponsoring 
groups to submit the names of their can- 
didates as early as possible, in order 
that the committee may consider rec- 
ommendations at its meeting during the 
N.A.L.U. mid-year meeting at Chicago, 
The committee is anxious 
to complete the work of preparing its 
report and releasing it to the member- 
ship well in advance of the convention, 
in order that all local and state associa- 








mendations from the floor of the con- 
vention. 

The five members elected to this 
year’s nominating committee are: Clif- 
ford H. Orr, National Life of Vermont, 
Philadelphia, chairman; Gerard S. 
Brown, Penn Mutual Life, Chicago; 
David Marks, Jr.. New England Mutual 
Life, New York; Thomas C. Nichols, 
Jr. New England Mutual, New Or- 
leans, and Robert R. Reno, Jr., Equi- 
table Society, Chicago. 





More Meetings Planned on 


Credit Insurance Rules 


The zone 3 N.A.I.C. committee on 
credit life and disability insurance will 
probably have several more meetings 
before it recommends definite rules to 
the zone 3 commissioners at their meet- 
ing at Panama City, Fla., April 24-25. 
The committee had a session with in- 
dustry representatives during the time 
of the meeting of Consumer Credit In- 
surance Assn. at Miami Beach, and the 
commissioners learned in considerable 
detail what goes on in the practical sell- 
ing of credit insurance and the operating 
procedures of various companies. Mem- 
bers of the industry and the committee 
agreed as to certain general principles 
that should govern the writing of this 
type of insurance, but no regulations 
were adopted. 


Wolff Captures Double 
Honors With Postal Life 


The president’s trophy of Postal Life 
of New York for 1951 went to the Alvin 
Wolff agency in New York City for 





_ obtaining the greatest volume of busi- 


ness. The Wolff agency business sur- 
passed $5 million. Mr. Wolff was also 
awarded the president’s service plaque 
for writing the greatest number of lives. 
He broke five company records during 
the year, reporting the greatest volume, 
largest first-year premium, greatest 
amount of insurance in force, largest 
number of lives written, and the best 
paid-for month ever written. The 
agency has placed more than $10 million 
on the books in less than three years. 

The president’s cup to the individual 
writing the most personal business went 
to George Ross, Middletown, Conn. 
George Greenberg, New Haven, won 
the president’s quota plaque for having 
the ‘highest percentage over the quota 
of any agency. James H. Hamill, Roch- 
ester general agent, established the 
greatest number of plus months ever 
reached by any Postal agency. 





N. J. Insurance Committees 


Members of the New Jersey legis- 
lature insurance committees are: 

Senate—David Van Alstyne, Frank S. 
Farley, Alfred B. Littell, Anthony 

Assembly—Walter H. Jones, William 
F. Tompkins, Samuel S. Saiber, Milton 
L. Silver and Frank Thompson. 





L.O.M.A. Graduates 
Hear Psychologist 


Dr. George K. Bennett, president of 
Psychological Corp. of New York City, 
will be the featured speaker at the Jan 
30 meeting of the Society of L.O.M.A 
graduates at New York City. Dr. Ben. 
nett will discuss the role of psychology 
in the selection and assignment of man- 
agement personnel. 

Norman A. Shutman, Mutual Life 
chairman of the educational committee, 
will give details of new L.O.MA. 
courses. Courses that will begin within 
the next few weeks are: Letter and re. 
port writing, under John Jarman, to be 
held at the New York Life home office 
for five weeks, beginning March 5; 
public speaking, under Thomas Fla 
herty of New York Life, also to be 
held at the New York Life home office 
building for 10 or 12 weeks, beginning 
Feb. 7; conference leadership, under 
Donald Hyer of Mutual Life of New 
York, to be held at the Mutual Life 
home office building, beginning Feb. 28. 

Classes will meet at 6 p.m. 





Lyford M. Morris has been appointed 
manager at San Francisco for Pru- 
dential succeeding Emmons Coogan, re- 
cently appointed manager at San Jose, 
Cal. 


INSURANCE 
COMPANIES 


Bought and Sold 


We have CASH buyers for 
the stock control of any type of 
insurance company; but right 
now our greatest demand is for 
stock life companies of any size, 
large or small, located in the 
West, Midwest and Southwest. 

Those who plan to sell now 
or later should communicate 
with us so we may arrange a 
meeting with you for a confi- 
dential discussion of the matter. 
Such communication or meeting 
shall not obligate you in any 
way. 


YY 
BRINSOR 
—fssoctiales 
BRokers of iNSurance ORganizations 


M.M. Walker 


1102 Waldheim Building 
Kansas City 6£, Missouri 
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Company Figures 
Continue to Mirror 
A Record Year 


CONFEDERATION LIFE 


Confederation Life’s new business for 
the year amounted to $135,829,000, an 
increase Of $4 million over 1950. The 

in of business in force was $50,545,- 
000. Total business in force reached 
$1,162,227,000, of which $252 million is 
group life. Policyholders and_ bene- 
fciaries were paid during the year 
390,634,000. A. & H. premium annual 
income rose to $4,427,000, most of it in 
group insurance. 


CONNECTICUT MUTUAL 


The amount of new business placed 
by Connecticut Mutual during 1951 was 
$257,446,165, an increase of 6.5% over 
1950. Life insurance in force increased 
during the year by $161,474,698, to stand 
at $2,273,170,774. Increase in insurance 
in force was the largest ever recorded 
as was the total paid to policyholders 
and beneficiaries of $68,984,837. The 
average gross rate of return on new 
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‘ist investments was 4.06% as compared 
with 3.96% for 1950. The gross return 
sident of @ On invested assets was 4.03% as com- 
Tork City pared to 3.99%, the net rate of return 
t the Jan§ during the year, after deduction of in- 
L.O.M.4.— vestment expense but before provision 
Dr. Ben-— for federal income tax was 3.68%, and 
sychology f after provision for federal income tax, 
t of man-— the rate was 3.52%. Total taxes, includ- 
ing state, federal and real estate taxes 
ual Life} amounted to $3,562,282, as compared 
ommittee | to $2,783,535 in 1950. Earnings from 
L.O.M.A.— insurance operations for the year were 
in within § $20,363,703. ; 
r and re) The amount of new life insurance 
an, to be} placed with old and new policyholders 
me office § crossed the $% billion mark for the 
{arch 5; first time in the history of the company. 
1as Fla-§ Total surplus funds now stand at $60,- 
0 to bef $50,655. The average size of new policies 
me office | was $6,467 as compared with $5,947 in 
eginning § 1950. 
>, under 


of New | GENERAL AMERICAN 


ual Life New ordinary produced by General 
Feb. 28 §— American Life agents hit a new high 
representing an increase 8.8% over 1950, 
the largest previous year. Commercial 
ppointed | A, & H. sales gained 41.7%. Because 
or Pru- § of wage and salary stabilization restric- 
gan, re- § tions, the production in the group de- 
an Jose, § partment did not equal the volume of 
the previous year, but such increases 
were recorded in existing coverages that 
the result was an increase in annual 
premium income from group insurance 
from $16 million to $19,600,000. 
Assets of the company gained $5,314,- 
597 to total $187,999,764. Net operating 
earnings of the company after all 
charges but before dividends to policy- 
holders amounted to $2,043,510. Of this 
amount, $1,462,873, was set aside or 
or paid out to policyholders as dividends 
of and the remainder was credited to sur- 
at plus. Payments to policyholders and 
ir beneficiaries amounted to $23,705,902, of 
P, which 48% represented death benefits 
e New life insurance paid for was in ex- 
cess of $62 million and the total amount 
- of life insurance in force grew to $1,250,- 
“ 000,000. 
: KANSAS CITY LIFE 
. | Kansas City Life insurance in force 
, at year-end reached $891,360,030, in a 
7 total of 404,636 policies. Assets were 


$253,879,280, an increase during the year 
of $15,553,979. Contingency funds and 
surplus increased to $11,844,930, bring- 
ing capital and surplus to $15,844,930. 


NORTHWESTERN MUTUAL 


With $423 million of new insurance 
sold by its agency force during 1951, 
the total business in force of Northwest- 
ern Mutual reached $6% billion on 1,- 
440,000 policies at the end of the year. 

As a result of a tremendous mid- 
year volume in 1950, sales were off 7% 
m 1951. However, they were up 8% in 
the last quarter, and December showed 











a gain of 11%. Grant L. Hill, vice-presi- 
dent and director of agencies, feels that 
this continued improvement indicates a 
splendid year for life insurance sales in 
1952. 


PROVIDENT OF NORTH DAKOTA 


New insurance paid for by Provident 
Life of North Dakota was higher in 
1951, amounting to $17,015,424, bringing 
the total in force to $119,510,233. Surplus 
was $1,411,526 and capital $375,000. Net 
earnings amounted to $168,349. Added 
to surplus was $31,512 contributed from 
stock sales and a contingency reserve 
of $100,000. There was $25,000 added to 
the interest fluctuation reserve of $175.- 
000. The mortality rate was somewhat 
higher than in 1950 due to war claims 
and an increase in accidental death. The 
lapse figure declined 12.5% from 1950. 


TRAVELERS 

Travelers life premiums written dur- 
ing 1951 amounted to $178,430,000 as 
compared to $165,896,000 last year. A. & 
H. premiums rose to $103,319,000 as 
compared to last year’s figure of $79,- 
652,000. Total written premiums in all 
lines for Travelers during 1951 was 
$543,965,000, a gain of $76,847,000 over 
1950. Life insurance in force rose to 
more than $11 billion. It marked the first 
year in history that the written premium 
total exceeded the $% billion mark. 
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Jones Gets Indiana 
Support as N.A.L.U. 
Trustee Candidate 


The Indianapolis Assn. of Life Under- 
writers, and the Indiana association will 
support Claude C. 
Jones, general 
agent for Connecti- 
cut Mutual Life at 
Indianapolis, for 
trustee of N.A.L.U. 

Mr. Jones is for- 
mer president of 
both the Indianap- 
olis association, and 
the state associa- 
tion. He is also a 
past president of 
t h e Indianapolis 
General Agents and 
Managers Assn. 
While at Buffalo, 
he was a director of that association, 
and a member of the advisory council of 
the New York State association. 

The nominee has served as national 
committeeman from Buffalo, and cur- 
rently, from the Indianapolis association. 
In 1941, he was a member of the nomi- 
nating committee of the National asso- 
ciation, and in 1946, he was chairman 





Claude C. Jones 


THE 





LU 
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of the elections committee. 

Active in association projects, Mr. 
Jones was chairman of the New York 
State association sales congress in 1942, 
and the Indiana sales congress in 1947. 
Last year, he was chairman of the Mid- 
west Management Conference, spon- 
sored by the Indianapolis General 
Agents and Managers Assn. 

Mr. Jones entered the business in 1919- 
He joined Connecticut Mutual Life at 
Indianapolis in 1928, and became general 
agent there in 1934. He was appointed 
general agent at Boston in 1941, and 
returned to Indianapolis in 1945. 

Harold Means, manager for Lafayette 
Life at South Bend, and president of 
the Indiana association, lauded Mr. Jones 
as an outstanding candidate, declaring 
he had two of the most important requi- 
sites for a trustee: broad experience in 
all levels of association activity, and a 
willingness to give his time to the job. 
Russell Simpson, manager for Sun Life 
of Canada, and president of the Indian- 
apolis association, added that “in offer- 
ing to stand as a candidate, and serve 
if elected, Claude C. Jones proves again 
his interest in the welfare of life insur- 
ance men and their professional organi- 
zation.” 





Great American Reserve has appoint- 
ed Gordon Wallace manager at San 
Angelo, Tex. He was formerly man- 
ager at Wichita. 
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SHIELDS 
YOU 


OUR SECOND 
FIA CE 


Here we go, bouncing into our 5lst year and 
our second half century. 


It has been suggested that “the first 50 years 
are the hardest”. If that's true, considering how 
ood our first half century has been, this next 
itty ought to be “a breeze’. 

Anyway, we're looking forward to them in an- 
ticipation of the opportunity to make Shield 
service better than ever, with the greatest field 
force in our history ready to do the job. 
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Life Insurance a 
Means, Nof fhe End 
in Estate Planning 


Professional Approach 
May Require Agent to 
Deny Self a Sale 


Estate planning can be undertaken on 
the premise that its almost inevitable 
consequence is the sale of life insurance 
but an agent must go through with the 
plan whether or not a sale will result, 
a panel of experts agreed at the annual 
Estate Planners’ Day in New York City. 

Sometimes this professional approach 
means denying oneself a commission, 
said the panel that included an attorney, 
a personal producing general agent, an 
accountant and a trust officer. 

An agent should complete every case 
even if his client is uninsurable since, 
with life insurance complementing al- 
most every estate plan, he will build 
good will whether or not a sale is made. 
Perhaps he will get more business that 
way from the no-sale case than he vis- 
ualized when he discovered it. ; 

Samuel L. Zeigen, general agent of 
Provident Mutual, was chairman and 
moderator for the day. The attorney on 
the team was Rene A. Wormser, the ac- 
countant, Leonard Price, and the trust 
officer, Wallace N. Watson, vice-presi- 
dent of County Trust Co, of White 
Plains, N. Y., a former million dollar 
producer and general agent. 

The day was spent discussing a speci- 
men statement of facts outlining an in- 
tricate and complex estate planning and 
business insurance problem of a family 
worth in excess of $1 million. Many of 
the suggestions to be incorporated in 
the plans for the several estates were 
applicable to them as related units and 
only on the given factual circumstances. 


Mr. Wormser emphasized the key posi- 


tion of the attorney on the estate plan- 


ning team. Since most of the decisions 
on the appropriateness of what should 
be done depend on law, the attorney, he 
believes is and should be the focal point 
of activities. 3 

In line with that view, one of his later 
suggestions for the agent running into 
an incompetent attorney on a case was 
not to try avoiding the practical and 
ethical necessity of dealing first with the 
client’s attorney, regardless of his de- 
ficiencies. He suggested that if the 
agent can reach the attorney and ex- 
plain his suggestions to him, he may 
gain his endorsement of the proposal, 
making the sale easier. The agent might 
tell the client his attorney should be 
seen and ask for the opportunity to talk 
it over with the attorney. He said 
agents will find that attorneys readily 
will accept help, such as that many home 
offices now offer. They also build the 
attorney’s prestige with the client. Un- 
der exceptional circumstances the client 
can be advised that another attorney 
is needed. ; 

The panel advised against trying to 
get a plan well underway without the 
rest of the estate planning team. They 
felt that one of the initial steps is con- 
sulting the attorney, accountant and 
trust officer to develop mutual agree- 
ment on a proposal. If the agent is to 
get no commission he will derive many 
other advantages, they said. The law of 
averages will take care of him sooner 
or later. 


Estate Planning Team 


The mutual equality and responsibility 
of the estate planning team was the 
theme of Mr. Watson’s remarks. He 
emphasized the advisability of the team 
getting together on the plan with the 
client’s consent to discuss it before go- 
ing to ‘him with some concrete recom- 
mendations. 

The essence of the proper approach to 
estate planning is fact finding, according 
to Mr. Price. Not only must all the 
assets be tabulated but the history of 
their acquisition should be reviewed as 
well as the condition in which each as- 
set will be left and in what form. There 
is no standard method or solution to 
estate plans. A variety of solutions is 
possible. All plans must be tailor-made. 

In presenting the problem to the client 
with the solution, it should be pointed 
(CONTINUED ON PAGE 20) 
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complete personal protection plans ARE flexible— more 
flexible; to sell in the first place, and to re-sell if the 
policy owner’s needs change. One reason—they include 
ACCIDENT & SICKNESS DISABILITY INCOME. 


LIFE INSURANCE COMPANY 
HOME OFFICE—LOS ANGELES, CALIF. 
Doing business only through General Agencies 
located in 40 states and the District of Columbia 
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NATIONAL RESERVE LIFE 


Topeka, Kansas 


A few unusual opportunities open for liberal general 
agent franchises in states west of the Mississippi. 


H. O. CHAPMAN, President 








Prudential Offer 
Close to Union 
Demand, Beal Says 


At a press conference, Orville E. Beal, 
vice-president of Prudential, stated that 
the union demands in the agents’ strike 
figure out to be almost exactly the same 
as the increases offered by the company. 
Mr. Beal told newspaper men: “Last 
Saturday, the union for the first time 
stated its real compensation position 
after four months of negotiations and 
seven weeks of strike. This demand was 
for a flat $7.50 per week increase per 
agent across the board, all of which 
would be subject to taxes. 

“The fact is our offer of a cash in- 
crease, plus relief from pension con- 
tributions would net our average agent 
$6.59 in take home pay, only about half 
of which would be taxable. The net 
after taxes would be about $6 in most 
cases. This is almost exactly the same 
as the union demand. 

“The union refuses to settle and asks 
us for their $7.50 in forms of pay which 
are illegal. Since their demand, we have 
offered four other legal alternative ways 
of granting the amount of our proposed 
increase.” 

Mr. Beal went on to say that the 
union has refused repeatedly to submit 
any of the alternatives to a vote of 
members or even to a negotiating com- 
mittee of agents. He charged that the 
union has persistently kept this com- 
mittee of agents away from meetings 
since the strike started on Dec 1. 


Small Group Wields Control 


Mr. Beal commented, “We _ believe 
that a small faction within the union 
composed of leaders of local 19 in New 
York has seized control for the pur- 
poses of prolonging the dispute simply 
to achieve its own aims. And incident- 
ally, I would like to point out that 
negotiations between the union and the 
company under the auspices of federal 
conciliators have not been broken off, 
despite statements to the contrary.” 

Nearly 2,100 agents of Prudential on 
strike in Pennsylvania, have been ruled 
ineligible for unemployment compensa- 
tion benefits. The state bureau of un- 
employment compensation said it found 
that the striking agents failed to meas- 
ure to an eligibility yardstick set up by 
law for jobless compensation. 

Pennsylvania law prohibits unemploy- 
ment compensation payments to idle 
workers who are members of the same 
union which is conducting a strike, or 
who are directly involved in a dispute, 
or who are in the same grade or class of 
workers participating in the dispute. 
The union plans an appeal to the un- 
employment compensation board of re- 
view. If rejected by that board, an ap- 
peal can be heard finally by the state 
superior court. 

The strike of almost half of Pruden- 
tial’s district agency force continued 
into its eighth week with negotiation 
discussions going on almost daily but 
with no agreement in the offing. 


Narrow Down Issues 


Union and company officials seemed 
to be ‘nearer a solution and the issues 
have narrowed down, according to the 
increasing flow of information about the 
bargaining negotiations. But the union 
said it was not satisfied with the latest 
company offers. 

A state wide one-day sympathy strike 
of New Jersey AFL unions was can- 
celled by the union in conformity with 
its no strike pledge made at the begin- 
ning of the defense effort. 

Although a great many policyholders 
are paying their premiums by mail, it 
is obvious that the strike is now reach- 
ing a most critical stage. The usual 
30-day grace period before policy lapsa- 
tion expired several weeks ago and busi- 
ness is now more generally exposed to 
lapse and expiry due to the lack of reg- 
ular calls and service work by agents. 

Prudential’s ordinary paid-for in 1950 


, 9° 
totalled about $3.8 billion, about jeery “ 
fourth of sae came from its ordin, 
agencies department, and $728 mile g2 
of industrial. If, as in many compag etire 
production has been following the 4 
tern set a year ago, the combined y Prote. 
ume bye a: tn oem has 
around $300 million a month. Accord s 
to company figures, about 40% of Office 
total district agency force has been 9 
of production for the last eight weg) In the J 
There is no indication of what propg UNDERWRIT 
tion of new business came from ging the co 
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Speakers, Panel Members eamentin 

for Indianapolis “How to Buygt®! tc. 

Insurance” Series Listed aes: Ss 
“) Ss 


Several speakers and panel membe superinten 
have been announced for the “How tthe larges' 
Buy Insurance” series of adult-edug the world 
tion forums to be conducted by ti] was ve 
Indianapolis public school system article. I 1 
February, March and April. The seresto the pre 
will be open to the public as a pubjgtion is th 
schools service. manageme 

James T. O’Neal, manager Gregfreaction 0 
West Life, chairman of the life gygaccorded t 
sions, has announced that H. C. Graal “Agents 
ner, dean of the college of business gy like their 
Butler University, Indianapolis, yyglike their 
serve as moderator. Announced to dam gets _ 21 
as panel members for the two life se. roughly tt 
tions, scheduled for Feb. 18 and Manip the point 
3, are Paul Mills, Great-West; Pap ¢@t!y ha 
Pfister, chief deputy of the Indiana &p tS b . 
partment, and Ray Hauck, managep 28ents Des 
Metropolitan. Three more panel men  : 
bers will be announced shortly. whether 

Charles Ray, Hoosier Casualty, chai-g Next Adv: 
man of the A. & H. session, whit “T have 
is being planned by Indiana Assn. df aig mana 
A. & H. Underwriters, has announce 4, they fe 
Carl Ernst, North American Life &§ joss in’ inc 
Casualty, St. Paul, president Interm§ siyanceme 
tional association, and Roy A. MacDot} the-wisp a 
ald, assistant director of H. & A. Underf of an eve 
writers Conference, as two of thre§ sonnel, mé 
planned speakers. The A. & H. session} feld exper 
will be held March 17. “Since t! 

Sessions in the series will be hellf and have 
from 7:30 to 9 p.m. at an Indianapols§ stant prod 
high school auditorium. Two will bf they have 
on life, one on A. & H., two on fire ant§ ferred to 
inland marine, and two on casualty. The§ the result: 
idea of the series originated with th} “Natura 
schools, unprompted by the insuranef store for 
business in the city, which considers itf are very 
one of the biggest public relations breaks} Thus, due 
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Parsons Directs Foreign 
Group Field for U. S. Life 


Carl E. Parsons, Jr., has been a- 
pointed group representative in charge 
of overseas business for United State 
Life. Mr. Parsons will be responsible 
for liaison between the home office ant 
U. S. Life’s local general agents in 
Hawaii, Puerto Rico, and other tert: 
tories abroad. 

After joining U. S. Life in 1948, Mr. 
Parsons acted as group underwriting 
manager for two years, and in 1950 was 
appointed group representative for the 
New York metropolitan area. Previ- 
ously he had been in the group under 





writing division of another company fo} Life A 
five years. A graduate of the Uni-| Chicago h 
versity of New Hampshire, Mr. Parsons} ' Start a 
served in the army. pom. Prog! 
og ee 
ard Frazie 
Beardslee Heads Trust dent, and 
Council of Northern N. J. | “Guest 
William R. Beardslee, general agent Harry G. 
of Lincoln National in Newark, has been A, Alexan 
elected president of the Life Insurance the beginr 
& Trust Council of Northern New Jer} ‘lub. He 
sey. He is also president of the Generalj "maining 
Agents & Managers Assn. ganization 
The other officers are: First vice] ght men. 
president, John S. Bacheller, Fidelity] * - the 
Union Trust Co.; 2nd vice-president, R. rT Xing 
Barry Greene, Connecticut General; set- d n 1933, 
retary, Walter J. McLaren, National | “ent and 
Newark & Essex Banking Co.; treasuret, Oiit he 
Robert M. Saville, Massachusetts Mu | % Life U 
tual. mg in Ct 
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Office Treatment 







40% of 

1as_ been g oe 
eight wef In the Jan. 4 edition of THe Nationa 
vhat prope UNDERWRITER appeared a story mirror- 
e from ging the concern of agency men because 


mbers 
w to By 


sted 


of an unusually large number of resigna- 
jons among successful younger agents. 
his publication has received a letter 
ommenting on the article from the re- 
tired district manager of a large life 
insurance company. The letter reads as 
follows: : ; 

“As an agent, assistant superintendent, 


ship is not as important as ex-member- 
ship which numbers those who have 
gone into advanced positions. “Through 
our ex-membership,” he said, “our in- 
fluence has become nationwide.” 





Today's Policyholder Gets 
More for His Premium 


Institute of Life Insurance has de- 
veloped figures showing that aggregate 


el membe superintendent and manager of one of premium payments for life insurance are 
e “How tithe largest life insurance companies in 
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tithe world for approximately 20 years, 
eI was very much interested in your 
article. I think I have a partial answer 
we to the problem. The crux of the situa- 
Wi tion is the recognition of home office 

management, at an early date, of the 


zer Greymreaction of its field men to treatment 
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x@accorded to the field by the home office. 
“Agents in the field either like or dis- 
alike their field management. If they do 
like their field staff manager and man- 
and those representatives are 


0 life syg toughly treated by the home office to 
and Mardi the point of demotion, disability or 


Test; Pa 
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early retirement because nebulous 
quotas have not been obtained, then 
agents begin to wonder whether or not 
promotion is worthwhile, and further 
whether such a business is worthwhile. 
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“I have seen many men stepped up to 
feld managerial positions and not only 
do they feel the impact of the temporary 
loss in income, but they find that further 
advancement is more or less a will-o- 
the-wisp affair, depending on the whims 
of an ever-changing home office per- 
sonnel, many of whom have never had 
field experience. 

“Since the agents have been unionized 
and have been relieved from the con- 
stant production pressure of home offices, 
they have seen that pressure trans- 
ferred to their field management with 
the results indicated above. 

“Naturally, when they see what is in 
store for them upon promotion, they 
are very reluctant to seek advancement. 
Thus, due to their disillusionment, they 
begin seeking employment elsewhere 
and eventually go where their worth 
is appreciated. 

“I believe I know what I am talking 
about as I am an early-retired manager, 
fetired at the home office convenience, 
but with every agent in my district de- 
ploring and protesting the action. 

“Big life insurance companies should 
take heed if they really want the pro- 
fessional type man.” 





Chicago Supervisors 
Assn. Reminded 
of Pioneer Role 


Life Agency Supervisors Club of 
Chicago held its first meeting of 1952 
to start a reorganization and rejuvena- 
tion program. New officers are Carl 
Lindstrom, Travelers, president; Rich- 
ard Frazier, Great-West Life, vice-presi- 
dent, and Sam Leland, Youngberg-Carl- 
son, secretary-treasurer. 

Guest speaker at the meeting was 
Harry G. Walter, life manager for W. 
A. Alexander & Co. Mr. Walter traced 
the beginnings and development of the 
club. He and ‘Mr. Leland are the only 
remaining charter members of the or- 
Ranization which started in 1928 with 
eight men. By 1932 the membership was 
36 and the club was formally organized 
with constitution and by-laws. 

In 1933, Mr. Leland was elected presi- 
dent and among his other accomplish- 
ments he persuaded the National Assn. 
of Life Underwriters convention, meet- 
ing in Chicago that year, to insert a 
luncheon meeting for agency supervisors 
mto its program. The luncheon drew a 
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today 12 times what they were 40 years 
ago, but for the greater outlay, the pol- 
icyholder receives 15 times as much 
insurance. 

Today’s average net payment per 
$1,000 of life insurance in force is less 
than that of 40 years ago. Among the 
factors in the drop in average net pay- 
ment per $1,000 insurance are the huge 
expansion of group, the increased buy- 
ing at younger ages, the greater use 
of low cost plans, the declining death 
rates which offset reduced earning rates 
on invested policyholder funds. 


odist Institute of 
Insurance Market- 
ing is L. R. Darl- 
ing. He is a gradu- 
ate of ‘Rice Insti- 
tute and of the 
S.M.U. course. He 
is a three-year vet- 
eran of navy serv- 
ice and upon dis- 
charge he joined 
John Hancock Mu- 
tual as group man- 
ager at Houston. 
He later trans- 
ferred to Dallas as 
group manager for Texas and New 
Mexico and then became an agent at 
Brownsville, Tex. Since last year he 
has been supervisor at Houston for 
John Hancock. 





L. R. Darling 





Contributions Held Taxable 


The internal revenue bureau has ruled 
that employes receive taxable income 
when their employers pay the em- 
ploye’s contributions for disability bene- 


quired to withhold from. Jan. 1. 1952. 


Prepare to Sell Stock 


It is expected that Insurance Director 
Day of Illinois this week will sign a 
certificate of authority for the solicita- 
tion of stock subscriptions for a new 
accident and health company to be 
domiciled at Chicago, and to be known 
as Income Indemnity. Lee Crouch, who 
has been connected with All-American 
Casualty of Chicago, is the principal 
factor in this. The program calls for 
the sale of 100,000 shares -of $1 par 
value stock at $3 per share to produce 
$100,000 capital and $200,000 net sur- 
plus. 








Monroe Teaches Estate Planning 


Stuart A. Monroe, associate general 
agent of the Huber agency of Mutual 
Benefit Life, will be instructor in classes 
in estate planning, Part 2, conducted by 
Insurance Society of New York, begin- 
ning Feb. 6. The classes will be held 
at 5:30 p. m. on Wednesdays for 15 
weeks. 
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ACCIDENT AND SICKNESS INSURANCE 


Lincoln National is now in the accident 
and sickness insurance field. The LNL 
man sells noncancellable, guaranteed re- 
newable to age 65 disability insurance 
and a special coverage featuring acci- 
dent and sickness insurance sold with 
life insttrance in one package. - 


men. 


The 


LNL’s accident and sickness insurance, 
added to our already broad insurance cov- 
erage, is another reason for our proud 
claim that LNL is geared to help its field 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 


Its Name Indicates Its Character 
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M.D.R.T. Qualifications 


Pour in at Record Pace 


The flow of applications received by 
Million Dollar Round Table headquar- 
ters at Chicago so far gives indications 
that membership this year may exceed 
1,000 and break all records for qualifica- 
tion, according to Chairman Walter 
Hiller, Penn Mutual, Chicago. Appended 
to this article are the names of the first 
159 qualifiers this year. This list is being 
published earlier than it has ever been 
published before, because the annual 
meeting of M.D.R.T. has been changed 
from September to June and it is desired 
to provide more time for qualifiers to 
make arrangements. One factor that is 
slowing up the procedure this year is 
rechecking caused by the fact that some 
companies have not understood that no 
credit is being given on “frozen” pension 
trust business during 1951. 

The executive committee of M.D.R.T. 
has just completed a meeting at which 
arrangements were perfected for the 
annual meeting of the ee June 
13-17 at Bretton Woods, N. , for the 
silver anniversary of the aceon. 

Headquarters office is processing appli- 
cations and forwarding acknowledg- 
ments as rapidly as possible to qualify- 
ing members. 

Qualifying, First Time 

John D. Banning, Northwestern Mu- 
tual, Chicago; Charles S. Bray, Victory 
Life, Topeka; Paul E. Burke, Jr., North- 
western Mutual, Steubenville; C. W. Cal- 
houn, Great Southern Life, Houston; Gar- 
nett Y. Clark, Provident Mutual, Anna- 
J. Dallas Corbiere, Mutual Bene- 
Richard N. Craig, National 
Life, Joplin; Harold A. Gordon, Fidelity 
Mutual, Cleveland; Herbert P. Jones, At- 
lantic Life, Pittsburgh; Richard H. Lask- 
er, Mutual Life, Eau Claire, Wis.; Wayne 
L. Lewis, Ohio State Life, Columbus; 
Frederick B. Northrup, Jr., Mutual Bene- 
fit, Sy racuse; Cc. Stanley Price, Equitable 
Society, San "Antonio. 

Life and Qualifying, First Time 

Paul Audet, Prudential Assurance, 
Quebec City; Iram H. Brewster, Phoenix 
Mutual, Pittsburgh; Robert N. Corrigan, 
Southwestern Life, San Antonio; Norman 
‘Cowan, Imperial Life, Toronto; Ira A. 
Hagenbuch, New England Mutual, Los 
Angeles; Rodney Hull, Mutual Life of 
‘Canada, Toronto; James B. Irvine, Jr., 
National Life of Vt., Chattanooga; Isidor 
Knopp, New York Life, New York; Sam- 
uel Leveston, Conn. General, Hartford; 


= Harrison Meyer, Mass. Mutual, New 

York; Jerry Powers, New York Life, 
Kansas City; George Steinberger, North 
American Life, Detroit; Edward L. 
Sweedler, Union Central, Brooklyn; Ge- 
rard B. Tracy, Prudential, New York. 


Life and Qualifying, Repeating 


J. Miles Abell, Southwestern Life, 
Houston; Philip T. Aubin, Conn. General, 
Chicago; Eric W. Baker, Canada Life, 
Toronto; Meyer L. Balcer, Mass. Mutual, 
Atlanta; Harold L. Barnett, Northwest- 
ern Mutual, New York; Willie Bethune, 
Jefferson Standard, Charlotte; A. Harold 
Bickerstaff, London Life, Toronto; Philip 
vy, Birmingham, Phoenix Mutual, St. 
Paul; Fred Brand, Jr., Conn. Mutual, 
Pittsburgh; Richard W. Campbell, Fidel- 
ity Mutual, Altoona; Harold M. Charlap, 
Sun Life of Canada, Philadelphia; Nicho- 
las G. Caputi, Fidelity Mutual, Provi- 
dence; Robert E. Castelo, Northwestern 
Mutual, Champaign; Warren F. Coe, 
Penn Mutual, Oshkosh; Ithiel A. Cohen, 
Reliance Life, Pittsburgh; Sol Eisen, 
Canada Life, Toronto; Richard L. Emer- 
son, Phoenix Mutual, Boston; Ben Ep- 
stein, Kansas City Life, Houston; John 
Hugh Fargason, Great Southern Life, 
Houston; Z. Willard Finberg, Great- -West 
Life, St. Paul; c. F. Finkbiner, Jr., 
Northwestern Mutual, Philadelphia; Rich- 
ard G. Fuller, Southwestern Life, Dallas; 
Paul 8S. Gesswein, New England Mutual, 
New York; Charles K. Gordy, Fidelity 
Mutual, New Haven; George A. Hatzes, 
Fidelity Mutual, Washington; Sadler 
Hayes, Penn Mutual, New York; Henry 
W. Hays, Mass. Mutual, Rochester; Walt- 
er N. Hiller, Penn Mutual, Chicago; Har- 
old G. Horn, Business Men’s Assurance, 
Portland; Jack H. Howard, American In- 
vestors Life, Dallas; M. Herschel Ingram, 
Southwestern Life, Dallas; Bernard Jaffe, 
Penn Mutual, San Franciso; Josef Ernest 
Josephs, New York Life, Charlotte; Ed- 
ward T. Kirtz, Conn. Mutual, Cleveland; 
Maurice J. Koch, Northwestern Mutual, 
Cincinnati; Fred E. Kramer, Ohio Na- 
tional Life, Erie, Pa.; Herman Lasker, 
Mutual Life, Eau Claire, Wis.; Frederick 
D. Leete, Jr., Northwestern Mutual, In- 
dianapolis; Rudolf Leitman, New York 
Life, Detroit; Ralph E. Loewenberg, 
Mass. Mutual, New York; Harry A. Mc- 
Coll, New York Life, Colorado Springs; 
Russell W. McDermott, Standard Life of 
Indiana, Indianapolis; Clayton Mammel, 
Farmers & Bankers Life, Wichita; David 
Marks, Jr., New England Mutual, New 
York; David Marx, Jr., Mass. Mutual, At- 
lanta; J. Dudley Miller, Mutual Life, 
Chicago; J. D. Mingay, Prudential Assur- 
ance, Toronto; Leo P. Mirsky, New Eng- 
land Mutual, New York; William B. Mon- 
roe, Union Central, New Orleans; A. J. 
Ostheimer, III, Northwestern Mutual, 
Philadelphia; Bertram Parker, South- 
western Life, Corpus Christi; Harry 





SWIFT AND STRAIGHT 
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HAT’S how Indianapolis Life’s new 
direct-by-mail plans hit the bulls-eye 
success. It’s a swift system, but— 


even more important—it’s a direct sys- 
tem that gets over 16% response and 
enables agents to profit handsomely. 
That kind of efficiency is one reason 
why career underwriters like working 
for Indianapolis Life. They not only 
have excellent 


“tools” with which to 
the jobs, but they are backed by a 


home office that’s keenly agency minded. 


INDIANAPOLIS LIFE 


INSURANCE 


COMPANY 


Mutual—Established 1905 
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War Damage Action 
Outlook Brighter 


(CONTINUED FROM PAGE 3) 














principle of the War Damage Corp. set- 
up of World War II. They pointed out, 
however, that the provision for estab- 
lishing by the government of immediate 
complete records of cost, values and 
ownership of all properties in the United 
States would involve a fantastic amount 
of labor and expense, and the results 
might prove of doubtful usefulness even 
ifa disaster should occur. They also felt 
that the provisions of the bill which limit 
the property indemnification to an 
amount not to exceed $5,000 would un- 
fairly discriminate against properties val- 
ued in excess of such limit.” 


Feel Something Accomplished 


It was felt that the conference accom- 
plished something in outlining the posi- 
tion of life insurance regarding war 
damage legislation. Committee sources 
indicated some items the life people 
mentioned could be left out of the legis- 
lation, or modified; others left in. 

The general reaction was reported to 
be against the so-called property inven- 
tory provision, which is regarded as too 
broad in scope and which might give 
rise to “boondoggling.” 

Committee sources indicated it was 
not intended under the bill to undertake 
an original inventory of property val- 
ues, etc., and that it would be possible 
to limit its scope. Experience in the 
Philippines after the war indicated dif- 
ficulty would arise in appraising the 
value of claims. 

However, it was said the budget 
bureau’s idea was to establish some 
means of coordinating values, and that 
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ersonnel the facilities and data of the insurance 
ver, Jr,§ industry, appraisers and others could be 
Temple} utilized in ascertaining costs, values, etc. 





Disposition to Wait and See 


There is a disposition in some quar- 
ters to “wait and see” what happens, if 
anything, before Congress acts. A com- 
mittee source said that if there were an 
atomic attack any day, Congress could, 
and might, pass the budget bureau bill 
next day—assuming that there were a 
Congress at that time. 

While budget has submitted the pro- 
posed war disaster act, it is explained in 
behalf of that bureau that the bill rep- 
resents broad recommendations, and 
that there are areas which might have to 
be “filled in,” others, perhaps, “limited” 
or eliminated. 

Recently a considerable volume of cor- 
respondence has been reaching the com- 
mittee. Some of the writers favor legis- 
lation, think something should be done; 
others make inquiry or indicate opposi- 
tion. There is. no-consensus of public 
opinion on the subject, it appears to the 
committee staff from the incoming cor- 
respondence. However, this public pres- 
sure, on the whole, it is believed, may 
tend toward bringing about enactment 
of legislation. 


Effect of $5,000 Limitation 


Some sources believed a wrong im- 
pression might be created by the last 
sentence of the joint L.I.A.-A.L.C. 
Statement referring to the budget bill’s 
“limit” of property indemnification to 
not more than $5,000 as “unfairly” dis- 
criminating against properties of greater 
value. 

It was explained that the $5,000 limi- 
tation proposed, related to the first pay- 
ment on claims for property damage, 
and other payments could follow. Under 
| the Philippine war damage program it 
' Was provided that certain small claims 
be paid in full and limited payments be 
Y made at first on larger claims. 

It was pointed out, however, in con- 
nection with the budget bill’s provision 
that a bombed industrial plant might be 
deemed much more important to rebuild 
promptly than an individual’s home, and 
the $5,000 limitation might bar plant re- 
building. Committee sources indicated the 
President would have enough regulatory 
power under other general provisions of 




































the bill to grant priorities in connection 
with payment of losses and rebuilding 
of plants. 

The life group’s suggestion regarding 
the $5,000 limitation was believed based 
on the probability that most life com- 
pany loans on mortgages would exceed 
$5,000. 





Yankee Insurers Planting 


Agencies in New South 
(CONTINUED FROM PAGE 2) 


hindrance to them in their new homes. 
The average income is still low enough 
so that the income of a fairly successful 
life salesman looks good to many gen- 
tlemen. 

The south seems to have had the par- 
ticular tendency to develop the extended 
type of agency set-up, where a general 
agent in a larger town has a number of 
semi-autonomous agents in smaller 
towns. Some companies have made the 
sub-managers in the smaller towns man- 
agers in the rapid expansions which have 
taken place. 


Friendly to Outsiders 


There seems to be the feeling that it 
will be many years before the southern 
people become as solicited for life in- 
surance as their compatriots in other 
sections of the land. The long period 
when the non-southern companies paid 
little attention to the south saw to that. 
Of course southerners are friendly to 
representatives of southern companies 
but they are also very much impressed 
by the names and reputations of com- 
panies from other sections of the land 
and quite ready and proud to buy cov- 
erage from them. The habit of life in- 
surance buying for burial expenses is 
firmly established in the south. This 
makes a good starting point for sale of 
more insurance. 


New Idea About Arkansas 


The surprise which their experience 
with southern business has engendered 
in a number of executives is pretty well 
summed up by one fellow who said to 
us, “About 15 years ago a fellow came 
to me and suggested that we appoint 
him a general agent in a city in Arkan- 
sas. I just looked at him in amazement. 
When he told me that Arkansas was go- 
ing to be characterized on the license 
plates as ‘opportunity land’ I almost 
laughed at him. I conjured up in my 
mind a picture of Bob Burns and his 
bazooka and a jug of corn whisky. Well, 
this fellow got a general agency con- 
tract, all right, from another company. 
He didn’t do too well for a couple of 
years but today he’s going like a house 
afire and has one of the best agencies 
for his company. Since then, as you 
might guess, we have established an 
agency in Arkansas and are set to put 
some more in there and in five or six 
of the other southern states which we 
have been  underrating. ‘Opportunity 
land’ is the word for it.” 





Change Large Companies’ 
Conference Date and Place 


The large companies’ spring con- 
ference of L.I.A.M.A., originally sched- 
uled for the Greenbrier hotel, White 
Sulphur Springs, May 12-14, will be held 
instead at Westchester Country Club, 
Rye, N. Y., May 5-7. 


Colby Retires From Post 


Ralph Colby, co-regional manager for 
Franklin Life in Indianapolis, retired 
from that position Jan. 1. He remains 
as regional manager for the company 
in central Florida and will continue to 
maintain his own office in Indianapolis. 
C. R. Wilsey, who has been co-regional 
manager with Mr. Colby will take over 
in the Indianapolis area. 





Prudential has appointed Benjamin 
Van Praag assistant manager at Denver. 
Mr. Van Praag joined the company in 
1936 at Rockville, N. Y. In 1945, he 
was assigned to Phoenix and four years 
later went to Tucson office. 

















Buying things we don't need . . . outbidding 
each other for scarce items, sends prices 
soaring and puts the value of the dollar on 


the skids. 


Saving instead of spending is the surest, 
soundest way to put a lid on inflation and 
avoid eventual disaster. Life Underwriters 
are America's most potent force in the fight 
against inflation. Life insurance takes dollars 
out of the high price inflation spiral and stores 
them away for the day when they will be more 
valuable because they will be more urgently 
needed. 


Every life insurance policy put in force today 
is a triple threat to inflation. 1) It cuts down 
needless spending; 2) It builds economic se- 
curity for the future; 3) It strengthens the pur- 
chasing power of the dollar savings of the 83 
million life insurance policyholders in this 
country today. 


Great Southerners are doing their share in 
this fight. 


SOUTHERN 


INSURANCE COMPANY 


HOME OFFICE HOUSTON 1, TEXAS 
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EDITORIAL 


COMMENT 





Helping Competitors Help Your Company 


A good reputation with the field 
forces of competitor companies has an 
obvious practical value to a life company 
as a means of obtaining surplus busi- 
ness and attracting agents who for one 
reason or another are dissatisfied with 
their present connection. 

But there is another, obvious 
angle, that hadn’t occurred to us until 
an advertising agency executive men- 
tioned it the other day in conversation. 
This advertising man had noticed that 
when a man is thinking about entering 
the life insurance business he usually 
seeks out some friend or acquaintance 
who is already in the business and asks 
him what he thinks of the company or 
companies that the prospective agent 
is considering. 

Of course, if the friend is an ardent 
booster for his own company, he may 
try to swing the neophyte toward that 
company. But the chances that he will 
succeed are far less if the company the 
new man is thinking about stands well 
with the man who is being asked for 
advice. That is true whether the ad- 
viser is trying to give honest, sincere 
advice or is deliberately running down 
a competitor, with no thought of fair- 
ness. 

It may seem as if a competitor's repu- 
tation would have scant effect on an 
unscrupulous defamer, but even a man 
entirely without principle could not 
avoid being influenced by the reputation 
of a company he is trying to knife. 

If he had barely heard of the com- 
pany he might say, “Oh, yes, there is 
a company by that name, I think. I 
suppose they’re all right but...” That 
might work for a company that really 
didn’t have much standing or wasn’t 
widely known. But if anyone made be- 
littling or disparaging remarks about a 
company that really had a good reputa- 
tion in the business he would be afraid 
of making himself seem like an igno- 
ramus in his chosen profession. The 
more he knew that was good about the 
company the less he could hope to get 


less 


with running it down and the 


away 
more he would have to admit in its 
favor. 

Of course, the probabilities are that 


the man being asked for his advice 
would want to be as helpful and un- 
biased as he could. It is in these cir- 
cumstances that a company’s reputation 
has the greatest effect. If you are 
being asked for an opinion about a 
company that you feel you know a good 
deal about, you are naturally inclined to 
grow expansive about it. The more you 
know about a competitor the more accu- 
rate information and advice you can 
give. A good general reputation helps 
in this regard but if you also have a 
pretty complete picture of the competi- 
tor’s set-up and operations you are obvi- 
ously going to give sounder advice than 
if you base your appraisal on isolated 
bits of information. 

For example, it might be that about 
the only thing you knew about a com- 
pany was that it paid a somewhat lower 
commission scale than some others. But 
with more complete information you 
might be able to say, or at least feel 
compelled to admit, that it had a net 
cost position or perhaps training and 
sales helps that would tend to offset the 
lower cash commissions. 

Companies have personalities that are 
often just as distinctive as those of indi- 
viduals. At best, this is based on char- 
acter, but even with character there is 
need for a certain amount of showman- 
ship. Reputation that depends solely on 
showmanship, without character to back 
it up, of course gets to be known for 
what it is. Yet, without a_ certain 
amount of projecting of its personality 
a company risks being misunderstood, 
unappreciated, and, to a greater extent 
than it realizes, ignored. An individual, 
if he is a particularly retiring type, may 
not mind being ignored, but for a life 
company to fail to make the most of 
its reputation can be a serious matter, 
even though the company may go along 
for years without appreciating it. 


Time for the Talent Scouts to Get Busy 


The nominating committee of the Na- 
tional Assn. of Life Underwriters has 
declared the lists open in its annual 
talent tournament and we hope that the 
various state and local associations will 
take more than usual cognizance of the 
importance of seeing that N.A.L.U. has 
an ample supply of candidates from 
whom to choose those who will fill 
the vacancies in the official family. 








HeNATIONAL UNDERWRITER. 
—LIFE INSURANCE EDITION 
PUBLICATION OFFICE: 

175 W. Jackson Bivd., Chicago 4, Ill, 
BUSINESS OFFICE: 

420 E. Fourth St., Cincinnati 2, Ohio 


Last year the nominating committee 
had to do some long-distance telephon- 
ing and high-powered selling to get 
enough candidates to fill out the slate. 
That the national organization of life 
insurance field personnel should be thus 
put to it to find leaders would be 
nothing short of incredible to persons 
outside the business hearing about it. 

Some years ago, many state and local 
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associations were going to the other ex- 
treme, and that wasn’t good either. The 
candidate with the best political ma- 
chine, rather than the best qualified man, 
seemed more likely to win out. Men of 
high qualifications, but without a well- 
oiled steam-roller working for them, 
were disinclined to let themselves be 
candidates when they knew that less 
capable men with more political savvy 
and more industrious supporters would 
probably leave them embarrassingly 
trailing in the dust. 

There is still, of course, the risk that 
a better man will lose out because of 
more skillful campaigning on the part 
of an inferior one but the hazard seems 
reasonably remote. 

The activities of N.A.L.U. have be- 
come so important to every member that 
state and local associations are seriously 
undermining their own effectiveness if 
they do not see to it that leadership at 
the national level is all that it should 
be. It is possible that through a mis- 
understanding of the function, rights 
and responsibilities of the national 
council of N.A.L.U., members of local 
and state associations have  uncon- 
sciously failed to appreciate that the 
N.A.L.U. governing body is the officers 
and trustees and nobody else. 

For example, until last year’s mid- 
year meeting it was widely assumed that 
the national council had the duty and 
power to pass upon committee reports. 
Actually, the national council’s function 
is advisory. Naturally the officers and 
trustees are vitally interested in what 
the national council thinks. But the 
final decision on any matter is made by 
the trustees, not the national council. 

It may be that many N.A.L.U. mem- 
bers still have the idea that the national 
council is the policy making body in 
N.A.L.U. But the only way that the 
national council, important as it is, 
makes policy is by the kind of officers 
and trustees it elects. 

Unfortunately, there is too much of 
a tendency for men of real ability, once 
they have gone to the top in their local 
association or state association, to put 
themselves on the shelf. It is entirely 


ts slate for the national council to vote 


commendable that they don’t want ty 
hog the stage when there are successors 
coming along who have the right to the 
spotlight. But many of these local and 
state association leaders could make a 
real contribution to the national body 
if they were encouraged to run for na. 
tional trustee. Often it takes a bit of 
doing to work a man up to the point 
where he is willing to look upon him. 
self as N.A.L.U. timber. There are some 
who have their eye on the N.A.L.U, 
presidency from the time of their first 
local association committeé appointment, 
But most men have to be “conditioned” 
into a state of mind where it does not 
seem either fantastic, overwhelming, or 
just plain funny to think of themselves 
as among the top leaders of their na- 
tional trade association. 

Any man who aspires to being a 
trustee on the N.-A.L.U. board knows 
that he must have the loyal backing 
of his local association, his state asso- 
ciation if there is one, and as many more 
units as can be lined up in his behalf, 

There is every reason why this year's 
N.A.L.U. election should bring forth 
some of the best talent in years. Good 
men—or women—who can be induced to 
run will never have a better chance 
to win on merit. 

We have editorialized before on the 
intangible rewards of serving as a 
trustee or officer of N.A.L.U. The sense 
of doing a worth-while job, of associa- 
tion with other leading figures in the 
business, and other rewards that cannot 
be measured in money are all there as 
evidence of the axiom that you get out 
of a job what you put into it. 

N.A.L.U. has an _ increasingly im- 
portant role in the business and it is 
of ever-greater importance to the in- 
dividual agent that what is done at the 
top by N.A.L.U. leadership reflects 
truly the wishes and best interests of the 
membership. This will happen only if 
the members themselves, through their 
local and state associations, see that the 
nominating committee has the best pos- 
sible candidates from which to pick 


on in September. 











PERSONAL SIDE OF THE BUSINESS 





Ellis R. Diehm of the Cleveland law 
firm of Klein, Diehm & Farber has been 
appointed chairman of the committee 
on cooperation with state and local bar 
associations of the insurance section of 
American Bar Assn. Deane C. Davis of 
National Life of Vermont and Lionel P. 
Kristeller of Newark are vice-chairmen. 


Commissioner Joseph A. Navarre of 
Michigan, who has been carrying an 
exceptionally heavy schedule of work 
in recent weeks, with many speaking 
engagements, was hospitalized at his 
home in Jackson over the week-end and 
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will remain away from his office for 
at least a week. A bulletin issued to the 
departmental staff stated that his _ail- 
ment had been diagnosed as “ex- 
haustion” and that a period of rest was 


mandatory. 
William W. Putney, president of 
Midwest Life of Lincoln, Neb., il- 


lustrious potentate of the Sesostris 
Shrine of Lincoln, was honored at a 
potentate’s ball. 

John V. Coe, Massachusetts Mutual, 
Wichita, vice-president of Kansas Assn. 
of Life Underwriters, has been named 
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ATLANTA 3, GA.—432 Hurt Bidg., Tel. Walnut 
9801. Carl E. Weatherly, Jr., Southeastern 
Manager. 

BOSTON 11, MASS.—210 Lineoln St., Tel. 
Liberty 2-1402. Wm. A. Seanlon, Vice-Pres. 
CHICAGO 4, ILL.—-175 W. Jackson Blvd., Tel. 
Wabash 2-2704. O. E. Schwartz, Chicago Mgr. 
A. J. Wheeler, Resident Manager. 
CINCINNATI 2, OHIO—420 E. Fourth Street, 
Tel. Parkway 2140. Chas. P. Woods, Sales 


Director; George C. Roeding, Associate Man- 
ager; George E. Wohlgemuth, News Editor; 
Roy Rosenquist, Statistician. 

DALLAS 1, TEXAS—708 Employers Insurance 
Bldg., Tel. Prospect 1127. Alfred E. Cadis. 
Southwestern Manager. 

DES MOINES 12, IOWA—3333 Grand Avenue, 
Tel. 7-4677. R. J. Chapman, Resident Manager, 
DETROIT 26, MICH.—413 Lafayette Bldg., 
Tel. Woodward 3-2826. A. J. Edwards, Resident 
Manager. 


KANSAS CITY 6, MO.—605 Columbia Bank 
Bldg., Tel. Victor 9157. William J. Gessing, 
Resident Manager. 

MINNEAPOLIS 2, MINN.—558 Northwestern 
Bank Bldg., Tel. Main 5417. Howard J. Meyer, 
Resident Manager. 

NEW YORK 38, N. Y.—99 John Street, Room 
1163, Tel. Beekman 3-3958. Ralph E. Richman, 
Vice-Pres.; J. T. Curtin, Resident Manager; 
Donald J. Reap, Eastern News Editor. 


PHILADELPHIA 9, PA.—123 S. Broad Street, 
Room 1127, Tel. Pennypacker 5-3706. E. H. 
Fredrikson, Resident Manager. 


PITTSBURGH 22, PA.—503 Columbia Bidg., 
Tel. Court 1-2494. Jack Verde Stroup, Resi- 
dent Manager. 


SAN FRANCISCO 4, CAL.—507 Flatiron Bldg. 
Tel. Exbrook 2-3054. F. W. Bland, Pacific 
Coast Manager. 
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resident of Kansas Foundation for the 
Blind, which maintains a school and 
workshop at Wichita. Named to the 
poard was J. Logan Thayer, Occidental 
Life. 

James F. Smith, Albuquerque, N. M., 
manager for American Hospital & Life, 
who was in critical condition in a hos- 
pital there because of gasoline explosion 
burns received during the Christmas 


snolidays, is reported improved. 


enry G. Kreim, personnel director 
of Franklin Life, will be consultant in 
, workshop discussion of the responsi- 
bilities of the personnel officer in im- 
proving clerical employe productivity at 
the University of Illinois, Jan. 22-23. 

Mrs. Lynn Smith, wife of Lynn 
Smith, general agent at Wichita for 
Connnecticut Mutual Life, is recuperat- 
ing at home following two weeks in a 
Wichita hospital where she underwent 
major surgery. 


~__ DEATHS 


DAVID A. FREEDMAN, 39, a life 
member of the Million Dollar Round 
Table of National Assn. of Life Under- 
writers, died at his home in Great Neck, 
Long Island, after an illness of several 
months. He had been in the business 
for 25 years. Mr. Freedman was a mem- 
ber of the Meyer M. Goldstein Agency 
of Equitable Society. In 1945 he re- 
ceived that company’s president’s trophy 
as its outstanding producer. He attended 
Harvard School of Business Administra- 
tion before service in the first war and 
subsequently was admitted to the New 
York Bar. 

FRANK D. WALKER, 45, general 
agent for Franklin Life at Indianapolis, 
died of a heart attack while driving his 
car. He had been with Connecticut Mu- 
tual for 12 years before joining Franklin 
two years ago. 

IRVING COONRAD, assistant di- 
rector of policyholder relations for Ohio 
Farm Bureau companies, was one of the 
passengers who was killed in the crash 
of an American Airlines plane at 
Elizabeth, N. J., Tuesday. 

EDWARD I. DEVLIN, 91, who re- 
tired as superintendent of real estate 
for New York Life in 1923, died at 
Greenwich, Conn. He joined the com- 
pany at Chicago in 1889, left it for three 
years to practice law, and rejoined it at 


New York in 1895. 

D. LINCOLN McCOY, for many years 
a salesman for various insurance and 
legal publications, died at his home at 
Santa Monica, Cal. Mr. McCoy was at one 
time with the National Underwriter Co. 
and also with the Weekly Underwriter. 

SAMUEL S. BARON, 69, of State Mu- 
tual Life died at his home at Louisville. 











WSS 
\\SA\ 


\N NA NNSRS \S NSS SW NN 


Comment on Editorial 


As soon as the social planners have 
got all the good they can out of the 
insurance tag in social insurance they 
will swing away from it and put more 
emphasis on “security,” according to 
W. Rulon Williamson, actuarial con- 
sultant who was formerly the social 
security board’s actuary. Commenting 
on an editorial on comprehensive social 
insurance in THE NATIONAL UNDERWRITER 
for Jan. 4, Mr. Williamson writes: 

“The word (insurance) has always 
been used to carry the implications of 
dependability, of definiteness, but shortly 
I expect to see the planners shift more 
and more to ‘security’ as both wider of 
implication and seeming to promise 
more. The five congressional gentlemen 
—Lehman, Murray, Humphries, Dingell 
and Roosevelt—are saying in advance 
of the enlarged proposals on OASI, ‘No 
political party or group proposes to 
repeal it’ but ‘it is still a very inadequate 
system.’ Just as soon as they have 
wrung the last drop of value from ‘in- 
surance’ it will be tossed out of the 
window but the presentation will be very 
similar—carrying all the ‘values of in- 
surance’ but none of its ‘limitations.’” 


N 





Cost of Living Bond 


The suggestion that a security be is- 
sued that will mature in an amount 
geared to the future cost of living has 
been adopted in Sweden. The Swedish 
Cooperative Union is offering a 100 mil- 
lion kronor ($19,300,000) bond issue with 
repayment in 20 years adjusted to the 
living costs then prevailing. The money 
obtained through the issue will be used 
to rebuild existing stores into self-serv- 
ice shops. The investors will be com- 
pensated if the money value has dropped 
in 1972 compared with 1952. The com- 
pensation will not exceed 50% of the 
face value of the bond and will be paid 
only if the buyers do not give notice 
of their loans before Jan. 31, 1972. The 
change of the money value will be cal- 
culated by comparing the index of living 
costs now with the index existing then. 





Group Term Like-Company Car 


“Group term insurance is like having 
the use of a company car,” remarked a 
life insurance man who is interested in 
keeping this form of coverage within 
reasonable limitations. 

“It’s nice to have a company car but 
when you quit or retire, and haven’t one 


VW SS 


of your own, you've got nothing to 





trade in on a new car, and boy, is it 
going to hurt to have to pay that full 
price! An executive who relies on a big 
slug of group term insurance to take 
the place of permanent insurance is 
being ‘loaned’ coverage but he doesn’t 
really own it—as he'll find out when it 
comes time to pay the premium at his 
attained age.” 

This observer went on to point out 
that many otherwise well informed busi- 
ness men have the mistaken idea that 
group term insurance is cheap because 
it is being purchased on a job-lot basis. 
They fail to realize that most of. the 
cheapness is due to the fact that the 
coverage cuts off at about the time when 
the mortality rate begins to get severe. 





Group Reinsurance Elusive 


The elusive factor of group reinsur- 
ance in companies’ annual statements 
makes it virtually impossible for anyone 
to determine from the statements what 
all the companies are doing in the way 
of group new business. Some companies 
report new group business on a net basis 
excluding reinsurance ceded to other 
companies. In fact most of them do it 
that way. However, there are some that 
for one reason or another prefer to show 
the total amount as new business, even 
though they cede the greater part of 
some of their largest cases. The result 
of all this is to inflate and badly distort 
the total group writings figure of these 
companies. 

The reason that such a large element 
of redundancy is introduced is that re- 
insurance normally occurs only with 
the largest cases. It is usually due to 
the fact that an employer wants to split 
his group business among several in- 
surers but to simplify the handling of 
it he gives it all to one company, with 
the understanding that the insurer will 
divide it around on an agreed basis. 
The annual statement shows how much 
business is reinsured but not how much 
new business is reinsured. 

The same confusion is possible with 
ordinary but the proportion of reinsur- 
ance doesn’t change much from year to 
year and is a far smaller factor anyway 
than with group. 








W. E. Bond and Virgil Davis of the 
Carter agency of Farmers & Bankers 
Life at Wichita, were honored at a 
luncheon marking their 20th anniversary 
with the company. 


U. S. Insurers Boosting Their 
Investments in Canada 


Institute of Life Insurance figures 
show that U. S. life companies in the 
past 10 years have made significant in- 
vestments north of the border in Can- 
ada. There has been more than $1,250,- 
000,000 added to the investment in 
Canada by the U. S. companies in the 
past 10 years, the present total of funds 
at work in Canada being nearly $2,500,- 
000,000. There is now some $900 mil- 
lion from U. S. life companies in 
Canadian government bonds; $600 mil- 
lion in provincial and local government 
bonds; $750 million in Canadian cor- 
porate bonds and $150 million in mort- 
gages. ; 

The present total of Canadian cor- 
porate bonds in life insurance port- 
folios in the U. S. is three times that of 
10 years ago and large additional 
amounts are being added. 





George A. Bush- 
nell, the new Arizona 
director of insurance, 
has been with the 
Arizona department 
since 1937. He start- 
ed in insurance as a 
local agent in a 
small] community 
and after several 
years switched to the 
field of marketing 
petroleum products 
With the department, 
he served as both lo- 
cal and zone examiner, for the past three 
years devoting most of his attention to the 
local companies. 








1952 Chicago Insurance 
Phone Directory Available 


The 1952 edition of the Chicago 
Insurance Telephone Directory, 
published by the National Under- 
writer Co. is off the press. The 
book has been enlarged this year 
with the addition of a number of 
names and of a new classified sec- 
tion. This directory contains a 
complete listing of insurance tele- 
phone numbers and addresses. 
Every type of insurance office is 
listed. Cross-listed are the names 
of the top men in the offices. 

The book is available from The 
National Underwriter office at 175 
West Jackson boulevard, Chicago 
4. Price of the book is $1 and 
price of mail orders is $1.20. 
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AMONG COMPANY MEN 





Great-West Appoints Rollo 
Assistant Superintendent 


Great-West Life has appointed Gor- 
don P. Rollo assist- 
ant superintendent 
of agencies. 

Mr. Rollo joined 
the company in 
1946 at Hali- 
fax, N. S. He be- 
came supervisor 
there in 1947, and 
agency assistant at 
Winnipeg in 1950. 
He was then ap- 
pointed supervisor 
of training. Mr. 
Rollo is past pres- 
ident of Halifax 
Assn. of Life Un- 
derwriters, and a graduate of McGill 
University. 


Northern Life of Canada 
Raises Geddes, Six Others 


Northern Life of Canada has promot- 
ed G. W. Geddes, general manager, to 
vice-president; L. R. Detwiler, assistant 
secretary, to secretary; E. R. Walters, 
assistant secretary, to comptroller; J. S. 
Dixon, associate actuary, to actuary; 
H. W. Johnson, policy registrar, to as- 
sistant secretary, and C. H. Bastla, su- 


G. P. Rollo 








pervisor of field service, 
secretary. 

R. C. Balfour has retired as secretary, 
and R. M. Sangster has retired as comp- 
troller. W. E. Robinson has resigned as 
vice-president, but will continue with the 
company as director. 


Richard, Kelly V.P.s of 
Home Life of Philadelphia 


Everett Richard and Richard F. Kelly 
have been named vice-presidents of 
Home Life of Philadelphia. 

Mr. Richard has been financial secre- 
tary since 1946. He is a graduate of 
University of Pennsylvania and an 
army veteran. He specializes in the in- 
vestment field and is now secretary of 
the Philadelphia Society of National 
Federation of Financial Analysts. 

Mr. Kelly has been with the company 
since 1924, serving as manager of vari- 
ous departments before being appointed 
secretary in 1943. In the latter position 
he instituted many changes in home of- 
fice administrative practices which led to 
his promotion to vice-president. He 
will continue in charge of home office 
systems and personnel. He is active in 
National Office Management Assn. and 
Life Office Management Assn. 


to agency 








General American Life has elected C. 
R. Anthony, head of C. R. Anthony & 
Co. of Oklahoma City, a director. 





AMED FOR WORLD-WIDE SERVICE from branches ~ 
located in more than 20 countries, including 50 offices 
in the ‘United States, the SUN LIFE ASSURANCE COM- 


PANY OF CANADA has won universal recognition for the 
diversity of its comprehensive life insurance and annuity 
plans. The specific needs of men, women and children 
under widely differing circumstances are taken care of, 
and a variety of optional policy privileges offers valuable 
alternatives to safeguard the interests of the beneficiary. 


all group operations, both sales and aq. 
ministrative. Mr. Murray is an actuay 
who participated in setting up the firg 
group contract of the company 25 yea, 
ago. 


Magovern Now VP, 
of Mutual Benefit 


John J. Jr., has 


Kansas City Life 
Elevates Six of 
Its Executives 


Kansas City Life has elected Charles 
W. Arnold, vice-president and super- 
intendent of agencies, and Harry R. 


Carpenter, treasurer, to the board. The Manuvern, 


Mutual Benefit Life. He joined the com 
pany’s tax department in 1936, advane. 
ing from attorney to assistant counsel 
then associate counsel and counsel. 

Mr. Magovern’s ability on legal: anj 
tax matters is widely recognized. F 
has served for the past eight years a 
chairman of the joint committee on in. 
come tax withholding and information 
at source of American Life Convention 
and Life Insurance Assn. of America an{ 
is now chairman of the legal subcom. 
mittee on pooling of catastrophe risks 
of those organizations. In the course o 
his work, he has been called upon to 
testify at congressional hearings on pro- 
posed life insurance legislation and to 
address professional and civic groups, 

Before joining Mutual Benefit, Mr 
Magovern was with the Newark law 
firm of Pitney, Hardin & Ward, where 
he began his legal career following grat. 
uation from Fordham law school in 
1929. He has been prominent in civic 
activities in South Orange and Essex 
county. 


Fiedler, Wilmeth to Head 


Farm Loans and Mortgages 


Albert C. Fiedler has been named 
manager of farm loans and Harvey D, 
Wilmeth has been appointed director 





Charles W. Arnold Ray B. Lucas 


company has promoted Ray B. Lucas, 
general counsel, to vice-president and 
general counsel; J. L. Batchler, secre- 
tary, to vice-president and_ secretary; 








J. L. Batchler 


H. R. Carpenter 


Louis Marks, controller, to vice-presi- 
dent; Harry W. Kenney, assistant con- 
troller, to controller. Joseph R. Bixby, 
assistant secretary, is now also assistant 
regional agency supervisor. 

Mr. Arnold joined the company in 
1921; Mr. Carpenter in the early twen- 
ties; Mr. Batchler in 1917, and Mr. 
Kenney in 1934. 

_ Mr. Arnold succeeds on the board his 
father, Charles Wood Arnold, who died 





beer 
elected vice-president and counsel 9 


More than One and a Half 
Million Policies in Force 


SUN LIFE 
OF CANADA 


HEAD OFFICE © MONTREAL 

















A LEGAL RESERVE MUTUAL LIFE INSURANCE COMPANY WITH 
A LARGE VOLUME OF BUSINESS IN FORCE IN THE STATE OF 
TENNESSEE IS SEEKING A SUPERVISOR TO TAKE CHARGE OF 
THAT STATE. A LIBERAL SALARY AND EITHER A BONUS OR 
OVERWRITING COMMISSION WILL BE PAID THE RIGHT MAN. 
IN ANSWERING THIS ADVERTISEMENT STATE YOUR AGE, LIFE 
INSURANCE EXPERIENCE, EDUCATION, OCCUPATION BEFORE 
ENTERING LIFE INSURANCE, AND ORGANIZATIONS WITH 
WHICH YOU ARE CONNECTED. THIS IS AN UNUSUAL OPPOR- 
TUNITY WITH ONE OF THE FASTEST GROWING COMPANIES 
IN THE UNITED STATES. 


ADDRESS J-87, THE NATIONAL UNDERWRITER, 
175 W. JACKSON BLVD., CHICAGO 4, ILL. 











ay 


Harry W. Kenney Louis Marks 


last year. His grandfather, Henry Clay 
Arnold, was one of the founders of the 
company. Mr. Carpenter was made treas- 
urer in 1928, and since 1950 has been 
in charge of the farm loan division. 

Mr. Lucas joined the company in 1941 
as general counsel. He was a member 
of the supreme court of Missouri in 
1938, and superintendent of the insur- 
ance department of Missouri from 1939, 
to 1941. Mr. Batchler is president of the 
Life Office Management Assn., and past 
president of Insurance Accounting and 
Statistical Assn. 

Mr. Marks joined the company in 
1936. He was made assistant controller 
in 1939, and controller in 1948. He was 
assistant secretary, then secretary, of 
the Continental Life of Washington, 
D. C., for 15 years. 

Mr. Kenney has been assistant con- 
troller since 1948. 





Confederation Raises Murray 


Confederation Life has named J. G. 
Murray as group executive in charge of 





A. C. H. D. Wilmeth 


Fiedler 


of mortgage service and research by 
Northwestern Mutual. The changes 
will become effective Feb. 1 with the 
retirement of H. A. Merrifield, man- 
ager of farm loans. 

Mr. Fiedler graduated from Univer- 
sity of Wisconsin and worked in various 
phases of agriculture before joining the 
company in 1925, where he is now as- 
sistant manager of farm loans. He has 
been active in various national and lo- 
cal farm organizations. : 

Mr. Wilmeth has been with the com- 
pany since 1947, working in various sec- 
tions of the mortgage loan department. 
He is a graduate of Purdue and has 
done graduate work at New York and 
Indiana universities. He will have gen- 
eral charge of service and research of 
the mortgage loan department which 
now comprises more than 56,000 loans 
for $560 million. 





Life of Georgia Names Two . 


Life of Georgia has appointed Everett 
Wilson chief underwriter and William 
F. Morris manager of underwriting. Mr. 
Wilson joined the company in 1945, and 
Mr. Morris has been with the company | 
since 1946. 


Gibraltar Names Warfield 


Gibraltar Life has appointed E. R. 
Warfield agency secretary. Mr. Warfield 
has been in the business since 1927. He 
was formerly with the VA as chief of 
accounts and underwriting, and regional 
registration and adjudication officer for 
the southwest. 
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Ohio National to Buy in 
Another 5,300 Shares 


CINCINNATI—Under the mutual- 
jzation program approved in 1941, Ohio 
National Life is gradually retiring its 
capital stock. To date, 21,739 of the 
2,858 shares of $10 par value outstand- 
ing have been deposited with the mu- 
tualization trustees, beginning in 1949, 
under the plan at the rate of $40 a share. 
Probably another 5,300 or so shares will 
be retired this year. No specific date 
has been set for the completion of the 
program. 





aaa 





Life of Georgia on the Air 


Life of Georgia will enter radio ad- 
vertising in February with a 13-week 
campaign of one-minute spot dramas 
each week-day morning over about 50 


stations. The dramas will be entitled 
“True Life Stories from Life of 
Georgia.” : 


Schedule First Sales Meet 


Security Benefit Life of Kansas has 
scheduled its first annual sales con- 
ference for June at Santa Fe. A sales 
production contest in which agents can 
qualify for attendance closes March 31. 





New Great American Office 


Great American Life is remodeling a 
three-story building in downtown 
Hutchinson, Kan., which the company 
expects to occupy as a new home office 
by April 1. The remodeling includes 
installation of air conditioning, all- 
weather heating, and a new front. 





Life of Georgia Privilege 

In recognition of their records, 117 
agents of Life of Georgia have been 
granted the privilege of writing appli- 
cations on a non-medical basis for 
double the company’s regular non-medi- 
cal limits. 





National of Vt. in Texas 


National Life of Vermont has just 
been admitted to Texas. It is now doing 
business in all 48 states and District of 
Columbia. 

Aggressive development in Texas is 
not contemplated at this time, accord- 
ing to C. V. Shepherd, vice-president in 
charge of agencies. In the meantime the 
company will accept brokerage business 
and surplus lines from established agen- 
cies. ~ - . 





Companion Life has taken over the 
seventh floor at its home office at 345 
Madison Ave., New York City, in an 
expansion move. It also occupies the 
sixth floor. 





Southwestern Associated Telephone 
Co., has sold $1,250,000 or 334% first 
mortgage bonds due 1982 to New York 
Life. Proceeds will be applied towards 
repayment of construction bank loans. 








Buckman Old Line Leader 


For the 12th consecutive year, H. R. 
Buckman, Milwaukee general agent, led 
the sales force of Old Line Life in paid 
volume, premiums and number of lives 
insured in 1951. He is a life and qualify- 
ing member of the Million Dollar Round 
Table, qualifying for the eighth year. 
His agency aiso led all general agencies. 
Norman D. Hempe was second in 
paid volume and premiums; W. , 
Froelich, third in volume and second in 
lives; J. E. Clifford, third in premiums, 
and G. J. Hulka, third in lives. 





California-Western States Life has 
designated Bryan C. Stangle president 
rd — company’s Leading Producers 
ub. 





N.W. Mutual General Agents 
Hold Meeting in Florida 


The annual conference of Northwest- 
ern Mutual General Agents Assn. was 
held Jan. 21-24 at Belleair, Fla. The ses- 
sions opened with a zone breakfast, with 
members of the three zones in separate 
groups. The first session heard Nelson 
D. Phelps, Chicago, program chairman, 
and Ralph L. Theisen, Denver, presi- 
dent, as well as various committee re- 
ports and discussions of association af- 
fairs. 

Speakers Tuesday with L. J. Evans, 
Portland, Ore. chairman, included 
Glenn B. Dorr, Hartford, on “The Ever- 
lasting Search” and Dr. Paul Mundy, 
consulting psychologist, on “Recog- 
nizing the Man You Want.” Grant L. 
Hill, vice-president and director of 
agencies, conducted an agency building 
seminar, with various general agents 
discussing their most effective induction 
procedures. 

A. C. F. Finkbiner, Philadelphia, pre- 
sided Wednesday, when two panel dis- 
cussions were held. The one on “What 
I Am Doing About Administrative 
Problems” had Frank R. Horner, Madi- 
son; Warren W. Lundgren, St. Paul, 
and J. Vincent Talbor, Newark, as par- 
ticipants while a second on promoting 
business and developing agents had J. 
Lowell Craig, Milwaukee; John G. 
Darling, Tulsa; R. J. Dolwick, Cleve- 
land, and John ‘R. Mage, Los Angeles, 
and Kenneth M. Snyder, Omaha. 

The theme of the final day was 
“Management Thinks Out Loud,” with 
Mr. Phelps as chairman. On the panel 
from the company home office were 
Edmund Fitzgerald, president; Grant L. 
Hill, vice-president and director of 
agencies; Robert E. Dineen, vice-presi- 
dent and secretary; Elgin G. Fassel, 
actuary; John P. McDonald, assistant 
treasurer, and Paul K. Frazer, assistant 
treasurer. 





Central Standard Eastern 
Force Confers at Chicago 


Central Standard Life of Chicago con- 
ducted a two-day home office conference 
attended by John M. Laflin, vice-presi- 
dent in charge of eastern operations at 
Pittsburgh and a group of eastern 
agents. Mr. Laflin presided and wel- 
come was delivered by Alexander Mac- 
Arthur, vice-president. Talks were made 
by Harry L. Schroeder, agency direc- 
tor; Don S. Fairchild, manager A. & H. 
department; Ray Anderson, chief under- 
writer, W. V. A. Hansen, secretary; 
E. H. DeGraeve, manager agents’ ac- 
counting section; Lester L. Johnson, 
vice-president; Robert Schroeder, pol- 
icyholders’ service department, and Ben- 
jamin Getzoff, manager sales promotion 
department. 

Those attending toured the home of- 
fice and various places of interest “in 
Chicago, had individual consultations at 
the home office on the final day and met 
Alfred MacArthur, chairman; E. H. 
Henning, vice-chairman, and Wilbur M. 
Johnson, president. 








Douglas Wiles marked 45 years with 
Pacific Mutual Life at a dinner party 
given by the Krauel agency at Los An- 
geles. 




















Gordon Taylor, 
manager of the new 
office opened at 
Birmingham 
by Travelers. 











Alex M. Hammer, general 
agent at Boston for Provi- 
dent Mutual, left, presents 
a check marking the bil- 
lionth dollar paid by the 
company to policyowners 
and beneficiaries in 7 years, 
to Kenneth S. Domett, re- 
tired treasurer of Winslow 
Bros. & Smith Co., Boston 
wool and _ leather firm. 
Frederick J. Kiefner, adver- 
tising and publication man- 
ager for Provident Mutual, 
is at the right. 








Trachtman Faces Chicago 
Life & Trust Council 


Joseph Trachtman, New York attor- 
ney, will address a luncheon of Chicago 
Life Insurance & Trust Council on 
Feb. 15. Mr. Trachtman is a lecturer on 
estate planning at New York university 
law school, is the author of a monograph 
on estate planning published by Ameri- 
can Bar Assn., and a practicing attorney 


specializing in wills, trusts and estate 
planning. 


Honor Laughlin at Omaha 


More than 50 insurance company offi- 
cers and agency directors honored 
Nebraska’s new commissioner, Loren 
Laughlin, at a dinner at Omaha. Conn 
W. Moose, former commissioner, now 
general agent for American National at 
Omaha, introduced Mr. Laughlin. 








Is He Over 65? 


Never MIND. If he’s still sound of wind 


and limb in the underwriters’ view, and not 


over 74, we'll write him. 


We'll offer him not only single premium life 


policies, but also a choice of five annual 


premium plans, including Ordinary Life 


Commercial on which we have just reduced 


the premium rates for over-age risks. 


Furthermore, we’ll issue accident coverage, 


including weekly indemnity, through age 74. 


No commission reduction on over-age risks. 


Our standard scale prevails. 


A Star in the West...~ 


OCCIDENTAL LIFE insurance company OF CALIFORNIA ' 


W.B. STANNARD, Vice President 


WE PAY AGENTS LIFETIME RENEWALS 





THEY LAST AS LONG AS YOU DO 
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LIFE AGENCY CHANGES 





Lincoln Nat'l Names Teeter 
at New Albuquerque Office 


Lincoln National has opened a new 
office at Albu- 
querque and ap- 
pointed a new gen- 
eral agent, Waldo 
W. Teeter. Before 
going to Albu- 
querque last Sep- 
tember, he served 
for eight years as 
district manager at 
Casper, Wyo., for 
Equitable Society. 
While there he was 
president and na- 
tional committee- 
man of the Central 
Wyoming Life Un- 
derwriters Assn., and president of the 
state association. 

The new office will be located at 1507 
East Central, from where Mr. Teeter 
will represent the company throughout 
the state except for six southwestern 
counties. 


W. W. Teeter 


Occidental of California 
Names Winter at Columbus 


Occidental of California has named 
John C. Winter manager at Columbus, 
O. Mr. Winter entered the business with 
- National Life of Vermont in 1938, and 
in 1942 he joined Bankers of Iowa as an 
agency supervisor at Columbus. Allan 
R. Cosburn has been appointed assistant 





regional group supervisor at Toronto. 
Mr. Cosburn joined the company there 
in 1950. 

The company has also named John H. 
Meyers brokerage manager at Daven- 
port; Aloysius J. Disch assistant broker- 
age manager at St. Louis, and M. W. 
Bronson assistant brokerage manager at 
Seattle. Mr. Meyers entered the busi- 
ness with Prudential in 1950; Mr. Disch 
was formerly with Phoenix Mutual, and 
Mr. Bronson entered the business with 
New York Life in 1947. 





Guarantee Mutual Names 
Two New General Agents 


Perry L. Williams has been named 
general agent for Guarantee Mutual at 
Atlanta. He has been in the life insur- 
ance business since 1946. 

Jack Lifsitz has been promoted to 
general agent at Akron. He was for- 
merly in the Akron agency of the com- 
pany. 





Tubman Takes New Post 


Edward P. Tubman, field supervisor 
of Acacia, has been appointed co-man- 
ager at Philadelphia with Jesse C. Black, 
manager. Mr. Tubman started with 
Acacia in 1946 at Philadelphia after five 
years of army service. He was named 
associate manager there in 1948 and 
took the home office position in 1949. 
He returns to Philadelphia at the re- 
quest of Mr. Black who has been in 
ill health. New associate manager. is 
Joseph S. Calhoun, who joined the 
agency three years ago. 








THE GREATEST FORWARD STEP IN COMPENSATING AGENTS 


The Automatic Increasing Remunerator Contract, 
purely incentive, gives the Agent 


IMMEDIATELY 
@ Basic Raise, commission rate at 20% more 
than customary commission contracts. 


PLUS 


© Automatic additional inczeases of 8% — 16% — 24% in First Year Com- 
mission rate — payable autematically first of each month. 


TOGETHER WITH 


e@ Persistency Bonus, payable eve 
@ Lifetime Renewals, a permanently increasing income 
@ Free Vacation, ail expenses paid, each year 

@ Incentive Contests, liberal awards for all producers 
@ Production Clubs, paying substantial cash bonuses 


Agents can easily DOUBLE their income for good production. 


With the A.I.R. Commission Contract—Outstanding Policies, we challenge com- 
parison. This unusual contract available in Michigan — Illinois — and Missouri 
— Write today for full details — Charles H. Davis, Supt. of Agencies. 


three months 











e 
Miuiial nine, 
Bankers Lif wy, 
6. C. French, . a, | | y 
President wous ormcs FREEPORT, ILLINOIS Cre, we 


An Oid Line Mutual Legal Reserve Life Insurance Company 


Bringing More Commissions to Life Producers 








Columbian National Names 
Denver General Agent 


Columbian National Life has ap- 
pointed John McDonald _ general 
agent at Denver to succeed Harry 
Kitsmiller. Mr. McDonald is a graduate 
of West Point and a former army of- 
ficer. 

He joined the company in 1950 and 
that same year qualified for the pro- 
ducers advisory board, which consists 
of the seven leading agents in the com- 
pany. 





Creamer Joins Federal Life 


Paul C. Creamer, who started in life 
insurance in Oklahoma with New York 
Life, and served from 1926-1930 as man- 
ager at Shawnee, has been appointed 
associate Texas manager of Federal Life 
with the C. B. Erwin agency. 

Mr. Creamer was manager at San 
Antonio of Southwestern Life 1930-1949 
and from 1949 through 1951 he was 
head of the policy owners service de- 
partment at its home office. 

He is a past president of San Antonio 
Assn. of Life Underwriters and San An- 
tonio Life Managers Club. 


Ohio Natl. Names Kendrick 


Ohio National Life has appointed 
George W. Kendrick general agent at 
San Angelo, Tex. He was with the air 
force for 23 years and since his retire- 
ment has been in life insurance work, 
most recently with Armed Forces Mu- 
tual Life. 








New Topeka General Agent 


General American Life has named 
Paul Chrysler general agent at Topeka. 
Mr. Chrysler was formerly assistant 
manager there for Metropolitan. He en- 
tered the business in 1934. 





Indiana Coach Joins Cass 


Clyde Smith, former football coach of 
Indiana University, has joined the Cass 
agency of Mutual Benefit Life at Indi- 
anapolis. Mr. Smith will devote some 
attention to recruiting football players. 





Clement to Sacramento Post 


Ohio National Life has appointed 
Max D. Clement general agent at Sacra- 
mento, Cal. 

Mr. Clement has been in insurance 
for 27 years. Before joining Ohio Na- 
tional, he was a district manager for 
Reliance Life for 23 years. 


Laudermilk to Austin Post 


B. A. Laudermilk, formerly agency 
superintendent of American Hospital & 
Life, has been appointed manager at 
Austin, Tex. He succeeds Jack Frost, 
who resigned to engage in personal 
production. 








Spencer Named at Topeka 
New general agent of Bankers of Ne- 

braska at Topeka is John S. Spencer, 

who succeeds E. F. Goodrich. Mr. 













STANDARD LIFE INSURANCE CO. of IND. 


INDIANAPOLIS, INDIANA 
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Do you feel others are passing you by on the road to success— 
getting agency plums while you stay “on the shelf"? You want to 


Delaware 
Louis foRake| 


Penn 


sylvania ° 


GENERAL AGENCIES 
+ Florida + G 
Maryla 


keep on progressing, knowing you are getting somewhere. But how? 
Standard Life can show you. We not only help prepare you, but are 
starting lucrative, independent general agencies in many localities. 
Don’t bog down . ... get on the beam. Write me for details. 





OPEN IN + Ar 


* Indiana * 


zona * California 
Kentucky 
New Mexico 


* West Virginia 


Spencer started with the company in 
1941 at Atchison and in 1949 was named 
assistant general agent at Topeka. He 
is a navy veteran of the last war and aq 
past vice-president of the Topeka Assn, 
of Life Underwriters. 

Mr. Goodrich, who is retiring, joined 
the company in 1908 and has been a 
general agent since 1929. 





Prudential Appoints Two 


Prudential has appointed Loran For. 
rester assistant manager at Salt Lake 
City, and Robert M. Morris assistant 
manager at Los Angeles. Mr. Forrester 
joined the company at Salt Lake City 
in 1950. He was formerly with North 
American L. & C., and Metropolitan, 
Mr. Morris joined the company at New. 
ark in 1945. 


Great-West Names Mullins 


Great-West: Life has appointed Ken 
neth A. Mullins supervisor of the 
Schwemm agency at Chicago. Mr. Mul- 
lins joined the company there in 1949, 
He is a graduate of Northwestern Uni- 
versity. 


Armour Goes to Little Rock 


Carlton M. Armour, associate general 
agent in the Daniel agency of North- 
western National at Hutchinson, Kan, 
has been named manager at Little Rock. 
He started with the company in 1932 
and in 1933 joined the Daniel organiza- 
tion. 


j. R. Martin Is Advanced 


_J. R. Martin has been appointed as- 
sistant manager of the R. H. Martin 
agency of Bankers Life of Iowa at 
Ottumwa, Ia. He has had supervisory 
responsibilities in the agency for three 
years, 

Mr. Martin entered life insurance in 
1946 and joined Bankers Life the fol- 
lowing year. He has been a supervisor 
of the Martin agency for three years. He 
is a navy veteran. 


Head Life of Georgia Districts 


Life of Georgia has appointed Dur- 
wood M. Johnson district manager at 
Alexandria, La., and Horace E. Brown 
district manager at Durham, N. C. Mr. 
Johnson was formerly staff manager at 
Brunswick, Ga., and Mr. Brown was 
formerly staff manager at Marietta, Ga. 














Charles N. Zivley, recently resigned 
as Austin, Tex., manager of North- 
western National, has joined Equitable 
Society there. 








MDRT Man Finds, and Now 
No Longer Gets—the Bird 


Selby L. Turner, million dollar pro- 
ducer in the Roswell W. Corwin agency 
of New England Mutual in New Yor 
City, got himself some front page pub- 
licity in the New York “World Tele- 
gram & Sun” and mention on a nation- 
wide NBC radio newscast when his five 
months old story of seeing a fat pigeon 
wearing eyeglasses strutting on his of- 
fice windowsill was finally proven. 

Mr. Turner first reported seeing the 
chubby bird wearing specs in July. No 
one believed him. He received various 
messages by phone, wire and mail from 
all over the country, including one from 
Kentucky telling him to change his 
brand of bourbon. 

On Dec. 12, while. dictating a letter, 
he spotted the bird again. His secre- 
tary and Mr. Corwin confirmed the 
vision and apologized for their past 
doubts. A newspaper cameraman was 
called and, after a two hour’s wait, 
snapped the pigeon in a pince nez pose. 
Among other pigeon lore uncovered. by 
the photographer during his wait was 
the discovery that “pigeons with glasses 
often make passes.” Turner’s bird, he 
said, “is a real cool old playboy. He 
made love to a dozen chicks all over the 
yard and never once took off his eyé- 
glasses.” 
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__NEWS OF LIFE 


ASSOCIATIONS: 





Discard Technical 
Terms to Get Sales, 


Nussbaum Advises 


CINCINNATI — Many agents are 
prone to use too many technical life in- 
surance terms when 
talking to prospects 
and consequently 
are unsuccessful in 
making sales, A. J. 
Nussbaum, million 
dollar producer for 
Massachusetts Mu- 
tual at Milwaukee, 
told a meeting of 
Cincinnati Assn. of 
Life Underwriters. 

Prospects are not 
sold during the first 
interview, 
Mr. Nussbaum has 
found, so he makes 
it a fact-fiiiding interview, discussing 
comprehensively the life insurance situ- 
ation of the prospect. His recommenda- 
tions, phrased in conversational lan- 
guage, the kind Mr. Nussbaum would 
use if he were talking to the person, are 
based on information obtained at this 
interview. During the second interview, 
he reads these recommendations. 

Mr. Nussbaum said he spends a great 
deal of time and thought in preparing 
the recommendations and works on 
them until he is satisfied they express 
his thoughts in the most effective way. 
His plan works very satisfactorily with 
the prospect who wishes to discuss the 
proposal with his wife or associate be- 
cause it is written and presented in 
readily understood layman’s language. 
This plan makes the sale almost a cer- 
tainty, Mr. Nussbaum said, citing sev- 
eral actual cases. 


Competition Getting Stiffer 


Hundreds of competent agents are 
being trained by schools such as Purdue 
and Southern Methodist universities and 
their graduates are illustrative of the 
type of competition the agent meets to- 
day, Mr. Nussbaum said. To meet this 
competition, he added, every agent must 
improve his own technique. 

If an agent’s hobby were stamp col- 
lecting, he would not hesitate to discuss 
it with anyone he knew was interested 
in philately, Mr. Nussbaum remarked. 
Similarly, if he makes life insurance his 
hobby, instead of his business, he will 
discuss it with prospects without inhibi- 
tions. 

A. L. Bondi, manager of Metropoli- 
tan, president, said the February meet- 
ing would be held jointly with the 
managers and general agents to honor 
the various agencies’ lives and volume 
leaders for the year. He stated that the 
committee headed by Elsie Doyle, Union 
Central, which gives a Christmas party 
each year and supplies needed articles 
of clothing for the underprivileged chil- 
dren of the Seguin school, had raised 
$661, an all-time record. Mrs. Doyle 
took a bow. : 


Need Basic Beliefs 


“A man lives by believing something; 
not by debating and arguing about 
many things,” stated Robert C. Gil- 
more, Jr., Mutual Benefit Life, Bridge- 
port, in an address at a combined lunch- 
eon meeting of the Binghamton and 
Greater Endicott (N.Y.) Assns. of Life 
Underwriters. 

A trustee of N.A.L.U., he stressed the 
need for a return to basic beliefs in 
every-day living. “All of us,” he said, 
“know by instinct, training and experi- 
ence what beliefs to build on. Most of 
us have never known anything other 
than ‘critical’ conditions, economic and 
political, in our adult lives. Each one 
of us can develop a moral honesty of 
Purpose in our own lives.” He illus- 
trated his remarks with examples from 


A. J. Nussbaum 








life insurance, but pointed out that this 
doctrine had practical implications for 
every business and was not simply ideal- 
istic. 


Schedules Sales Congress 
for Baltimore and D.C. 


Washington, D. C., Life Underwriters 
Assn, has scheduled the Washington- 
Baltimore sales congress for April 17 at 
Washington. : 

Speakers for luncheon meetings were 
also scheduled: Feb. 28, Bruce Palmer, 
executive vice-president, Mutual Bene- 
fit Life; May 15, L. J. Ackerman, dean 
school of business administration, Uni- 
versity of Connecticut; June 12, leaders 
club program. : 

Vernon Zimmerman, Acacia, will suc- 
ceed Charles Suter as chairman of the 
L.U.T.C. committee. Theodore Noff- 
singer, Peoples Life, Victor Brandrup, 
American National and I. J. Kime, 
Connecticut Mutual, have also been ap- 
pointed to the committee. 


Wis. Leaders Meet Jan. 31 


The meeting of Wisconsin Life In- 
surance Leaders Round Table at Mil- 
waukee will start the evening of Jan. 
31. The next morning Paul W. Cook, 
Mutual Benefit Life, Chicago, will speak 
on “The Sun Never Sets on Business 
Life Insurance.” Following the lunch- 
eon, William B. Minehan, associate sec- 
retary of Northwestern Mutual Life, will 
discuss “The. Impact of New Federal 
Tax Laws.” 


San Antonio Writes Kilday 


Life Underwriters Assn. of San An- 
tonio has passed a resolution opposing 
H.R. 5594, the Kilday bill, on the 
grounds that the measure designed to 
bring increased government benefits to 
survivors of servicemen would amount 
to unfair competition by the govern- 
ment to private business. Through O. P. 
Schnabel, general agent of Jefferson 
Standard Life, a letter was forwarded 
to Rep. Kilday, who is from Texas, 
enclosing a copy of the resolution, and 
a copy of an editorial in THE N/ATIONAL 
UNDERWRITER of Jan. 11. 











Northern Illinois Date 

The annual northern Illinois educa- 
tional conference will be held at Rock- 
ford on May 17 following the annual 
meeting of Illinois State Assn. of Life 
Underwriters on May 16. 





Pasadena—Gene Mussetter of National 
Life & Accident spoke on the impressions 
of a first year debit man; George Kral 
of American National discussed the op- 
portunities for selling ordinary life in- 
surance on the debit, and Sam Durden 
of Prudential described a sucessful debit 


operation. 
Toledo—Wilbur W. Hartshorn, super- 
intendent of agencies, Metropolitan, 


spoke on “The Simple Art of Prospect- 
ing.” 

La Crosse, Wis.—Rranklin Van Sant, 
Madison general agent of National 
Guardian Life and a member of Million 
Dollar Round Table, addressed the West- 
ern Wisconsin association on “Estate 
Planning as a Community Project.” 

Dubuque, Ia.—Harry Ryan, Equitable 
Life of Iowa, has been elevated to presi- 
dent to succeed Ray Schneider, recently 
transferred to Milwaukee. Henry J. 
Friedman, National Life of VWermont, 
succeeds Mr. Ryan as vice-president. 

Manhattan, Kan.—A panel discussion 
on insurance problems had Ray Caughron 
as moderator; Seth Kuykendall and Dr. 
R. G. Schoonover of Manhattan andeH. J. 
Ankel of Kansas City, as members. 

Smporia, Kan.—W. Ralph Jones, presi- 
dent of National Fidelity Life of Kansas 
City, spoke on “The Dangers of Infla- 
tion.” 

Erie, Pa.—Harold E. Connolly, director 
of agencies of Prudential at Pittsburgh, 
spoke at a luncheon meeting. 

Utica, N. ¥.—S. Newton Kenyon, retir- 
ing Utica general agent of Northwestern 
Mutual, was honored at a luncheon meet- 


ing. Principal speaker was William Har- 
rison, Binghamton, chief underwriter of 
Security Mutual. 

Hartford — Solomon Huber, 
agent of Mutual Benefit in New 
City, spoke on programming. 

Peoria, I11.—Charles H. Schaaff, vice- 
president in charge of agencies of Mas- 


general 
York 


sachusetts Mutual, spoke Friday on 
“Kash”. 
Results of a two-day membership 


drive were announced. Gene Maggi, Met- 
ropolitan, is membership chairman, and 
40 members participated as members of 
eight teams. 

Santa Rosa, Cal.—Frank W. Bland, Pa- 
cific Coast manager of the National Un- 
derwriter Co., will address the Sonoma 
County association Feb. 15. 


Hutchinson, Kan. — Walter Bowers, 
Business Men's Assurance, Wichita, at 
one time assistant to the Secretary of 
the Interior and later president of Roger 
Babson college, spoke on “Economic 
Aspects of Life Insurance in Estate Plan- 
ning.” 

Spokane—Charles E. Cleeton, president 
of the National association, declared that 


the value of the dollar has about 
reached its lowest ebb. But since the 
dollar, like business, has its ups and 
downs, Mr. Cleeton concluded the dol- 


lar’s value should increase soon. 
Minneapolis—Lee J. Hartwick of Equi- 
table Society at Willmar, president of 
the state association, urged all members 
to assume responsibility in their areas 


for the February heart fund campaign. 
The goal for Minnesota has been set at 
$175,000. 

Scranton, Pa.—A. Herbert Crouthamel, 
field training instructor of Metropolitan 
Life, spoke on “Programming Life In- 
surance.” 








Aetna Life was the only life company 
in a group of 11 insurers to win a cer- 
tificate of management excellence from 
American Institute of Management of 
New York. The company won the 
award for the second time in the two 
years it has been made. 

Only 298 firms in this country and 
Canada are eligible for the award, ac- 
cording to Jackson Martindell, president 
of the Institute. A company must re- 
ceive 7,500 points of a possible 10,000 
to be certified. Credits are given for 
economic function, corporate structure, 
health of earnings growth, fairness to 
stockholders, research and development, 
directorate analysis, fiscal policies, pro- 
duction efficiency, sales vigor and execu- 
tive evaluation. 

Volunteer State Life has appointed 

. V. Gish associate general agent at 
Dallas. He has been with the company 
since 1941. 











IT HAS “WANT APPEAL”! 





The unique Berkshire “Progressive Security Plan” is a popular 
easy-to-sell policy that is building production for our agents on 


a steadily increasi 


basis. It accounts for approximately 20% 


of their volume in the Juvenile field, and frequently leads to the 
sale of additional policies to fulfill other needs. Here is a typical 
example of the complete, modern line of Berkshire’s active 


commission-makers ! 


PROGRESSIVE SECURITY PLAN 


Ultimate at Age 1 Policy 
Ages of Issue 0 to 14 Inclusive 


(Not available in New York State below Issue Age 5. However, Ultimate at Age S— 
Return Premium Policy is available Ages 0 to 4.) 



































ESTATE 
Avtematicelly 
anaune INCREASES A Substentio! secunn 
Gverentocs tncurabitity Ss Tames ESTATE when MOST NEEDEO Old Age 
with NO increase 
in premium 
At Age 21 At Age 63 
} Five Times Monthly Income 
Bare Sum for Life 
$25,000 $125.00 
‘T Te Age 6S 120 Menthe 
Sum 5 . 
$5,000 te Age 21 
a AGE 63 
gees ea Level Premium to Age 65 








Hlustration — Five units — based on Age 5 Male 
Annual Premium $266.75 


Guaranteed Cash Value at Age 65 
Dividend* Accumulations at Age 65 


Total 
Total Premiums to Age 65 


Excess Over Cost 


$20,300.00 
12,454.25 


$32,754.25 
16,005.00 


$16,749.25 


©The dividends in this illustration are neither estimated nor guaranteed, but 
are computed on the same basis as the scale of dividends in effect on the 


date 


of this illustration (July 1, 1951 Basis). Similarly, the interest rate 


assumed is that currently allowed on such accumula 
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GENERAL AGENCY NEWS 


George S. Severance and William S. 
Ziegler, qualified for the Million Dollar 
Round Table. 





Leuzinger Agency Wins Ohio 
State President's Trophy 


The Leuzinger agency of Ohio State 
Life at Columbus won the company’s 
president’s trophy in a recent sales cam- 
paign in honor of President Claris 
Adams. Over-all production was the 
largest recorded in a president’s cam- 
paign in company history. 

The agency wrote 84.5% over its 100% 
quota. The Mansfield agency was second, 
followed by Marion, Cincinnati, Lexing- 
ton, Ky., Toledo, Akron, Cleveland, 
Pittsburgh, and Wheeling, W. Va. More 
than 75 producers won awards in the 
campaign. 





Coffey Names Life Manager 


The Coffey agency of Mutual Benefit 
H. & A. and United Benefit Life at 
Portland, Ore., has named James C. 
Sellers manager of the life department 
to succeed John Showalter. 





Youngman to Honor Four 

Rowland F. Mellor, John H. Hanway, 
William J. Flynn, and Milmoe F. Brown 
of the Youngman agency of Mutual 
Benefit Life at New York City, will be 
honored at an agency meeting next 
month for their part in making 1951 the 
agency’s best year. 





“Executive Underwriters” 
Charles K. Oaks led the Hartford 
agency of Phoenix Mutual Life in pro- 
duction for 1951, and Edward C. Wil- 
kins was second. Both agents, in addi- 





Top Mutual Benefit Agency 


The Richardson agency of Mutual 
Benefit Life at Lexington, Ky., led all 


i Warren E. Marcotte, were ee : ! 
tn a “executive field. underwrit- CO™Pany agencies in paid production for 
ver he: eenmaame 1951. The Stotz agency at Grand 

sii 6 _- Rapids, Mich., was second, and the 





Earls agency at Cincinnati was third. 





Shedd Leads Republic Natl. 


The Shedd agency of Republic Na- 
tional Life at Dallas was awarded a 
plaque for leading all company agencies 
in 1951 with a paid production of $6,- 
568,086. 


Jones Wins Howland Plaque 


E. Leigh Jones of the Howland agency 
of Massachusetts Mutual Life at De- 
troit, received the agency plaque for 
outstanding production for 1951. 


Manchester Leads Natl., Vt. 


The 10 leading agencies out of the 54 
agencies of National Life of Vermont in 
volume of sales during 1951 ranked as 
follows: Wellman-Burroughs, Man- 
chester, N. H.; Dillon, Atlanta; Stoes- 
sel, Los Angeles; Hodes, New York 
City; MacNamee, Chicago; Richardson, 
Roanoke; Swanson, Minneapolis; Mea- 
dows, Binghamton; Robinson, Detroit; 
Field, Cleveland. 








Aspegren to Get Award 


O. R. Aspegren, Jr., general agent at 
Chicago for Ohio National Life, whose 
agency ranked second among all com- 
pany agencies in production for 1951, 
will be awarded an inscribed plaque 
honoring this record. 

Three agency associates, J. P. Domeier, 








Record Year for Ranni Agency 


Chalking up a record year in 1951, the 
Ranni agency of Manhattan Life at 
New York City led the company in new 
first year premiums. Total volume in- 
cluding group was $6,800,000. General 
Agent James G. Ranni, a life member 
of the Million Dollar Round Table, 
qualified for the fourth time in 1951. He 
has been a general agent of the com- 
pany for 25 years. 








Liberal Commissions : 
Miller Reports Record Year 

The Miller agency of New England 
Mutual at Topeka reports $3,002,552 paid 
for business in 1951, the greatest year 
in the history of the agency, Ed Ball, 
Hutchinson, was named “the most valu- 
able associate.” 


Organization Allowance 
Office Allowance 
Persistency Bonuses 

H. O. Training Schools 


Production Club Conventions 





Standeford Agency Tops Company 


The Standeford agency at Fresno, 
Cal., has topped the field force of Pa- 
cific Mutual Life in amount of new 
business placed during 1951. The agency 
shows a 7% gain over 1950 in face 
amount with a 9% increase in premiums. 
Commercial A. & premiums also 
were up 17%. 





Regional Meetings 
Prize Winning Sales Aids 





The Lester agency of Mutual Trust 
Life at New York City led all agencies 
in paid volume for 1951. 
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The Puget Sound agency of Equitable 
of Iowa at Seattle, held a victory dinner 
as leading company agency west of 
Chicago. 
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Pr. S eA 
\\S ® 
: Fort Worth Council Meets 

R. B. Cannon of the law firm of 
Weeks, Bird, Cannon & Appleman dis- 
cussed pension trusts and profit sharing 
plans at the January. meeting of the 
Fort Worth Trust Council. The next 
meeting is scheduled for Feb. 18, when 
buy and sell agreements, and business 
life insurance will be discussed. 





WRITE H. S. MeCONACHIE, Vice Pres. 





Bankers of lowa Agencies 
in Surprise Photo Finish 





Perry O. Moore, central agency su- 
perintendent of Bankers Life of Iowa, 
center, holds the stakes in what turned 
out to be the closest contest in the his- 
tory of his company between agencies 
headed by R. H. Martin of Ottumwa, 
Ia., left, and Wallace Darling, Cedar 
Rapids, right. The rivalry between the 
organizations began last March, when 
the two agencies stood about equal in 
production. By the end of the month, 





the Cedar Rapids agency had gained 
the lead, which it held until mid-Sep- 
tember when Ottumwa took over. From 
there on, the contest was close, but 
Ottumwa maintained the lead. With a 
victory celebration in mind, Manager 
Martin scheduled an agency meeting for 
Jan. 3 and Manager Darling was invited 
to Ottumwa to eat humble pie and pay 
his debt for the beating that everyone 
thought the Ottumwans had given the 
Cedar Rapids lads, but as the production 
history is now recorded, Mr. Darling’s 
agency moved into the lead in the final 
hours of 1951 to defeat the Ottumwa 
agency by the slim margin of $18,114. 
The humble pie was eaten by Mr. Mar- 
tin, and Mr. Darling left the meeting 
smiling about his victory over the dean 
of Bankers Life managers. Mr. Martin 
is the oldest agency manager in term 
of service, having joined the company 
in 1920 and becoming the manager in 
1923 while Mr. Darling celebrated his 
25th anniversary as manager this month. 


ACCIDENT 


Dewey Asks Increase in 
D. B. L. Payments in N. Y. 


Governor Dewey has asked the New 
York legislature to increase the statu- 
tory weekly payments under the dis- 
ability benefits law from $26 to $30 
weekly. He asked no change in the $10 
minimum weekly benefit. 

In asking for the revision, the govern- 
nor said the cost of the insurance pro- 
gram has been lower than original 
estimates. He believes it should be 
possible to increase the benefits without 
raising contributions of employes, now 
fixed at a maximum of 30 cents per 
week. The change will make the cost 
to employers the same as that to em- 
ployes, according to Assemblyman Lee 
B. Mailer, Orange, majority leader of 
the assembly, who was co-sponsor of 
the law in 1949. 

At present the cost to employes is 
slightly higher than to employers for 
statutory benefits. The original plan 
assumed an equal cost division. 


Hike Blue Cross N. Y. Rates 


The New York department has ap- 
proved rate increases attributed to 
higher medical and hospital costs for 
Associated Hospital Service (Blue 
Cross) and United Medical Service 
(Blue Shield), effective May 1. No 
changes have been made in benefits. 

The new monthly hospital rates for 
group membership are $1.60 for an in- 
dividual, up 36 cents, and $4.36 for a 
family, an increase of 80 cents. New 

rates for non-group membership, pay- 














able on a quarterly basis, are $6 fo, 
an individual, compared with $4.50, and 
$15 for a family, as against $12.15. Be 
cause of poor experience, the husband 
and wife classification has been elim. 
inated and will now be covered on the 
family basis. 

New monthly rates for surgical coy. 
erage are 68 cents for an individual, yp 
12 cents; $1.60 for husband and _ wife 
up 32 cents, and $2.88 for a family, up 
32 cents. New monthly rates for sur. 
gical-medical coverage are 88 cents for 
an individual, up 16 cents, $2 for husband 
and wife, up 36 cents, and $3.40 for a 
family, up 44 cents. 


Whort Speaks at Hartford 


William H. Whorf, consultant of Life 
Insurance Agency Management Assn, 
will address Hartford A. & H. Under. 
writers Assn. at its luncheon meeting 
Jan. 25. 

He will discuss the activities which 
L.I.A.M.A. has recently undertaken for 
its member life companies writing A. & 
H. business. 








Reserve of Chicago has announced 
that all A. & H., hospitalization and 
group business will now be serviced 
through American Income of Illinois, 
its life subsidiary. Management, person- 
nel and policy forms of American will 
remain the same and headquarters will 
be continued at 180 West Adams street, 
Chicago. 





—_—___., 


Woodward Named to Panel 


Donald Woodward, second vice-presi- 
dent, Mutual of New York, was named 
a member of the panel which has been 
invited by the joint committe on the 
economic report to discuss the prob- 
lems of mobilization and economic sta- 
bilization at Washington on Jan. 30. 








Howard V. Williams has been ap- 
pointed brokerage manager for the Ein- 
stein, Salinger & Wayne agency of 
Mutual Benefit Life at New York City. 
He joined the agency last year. 





Hugh S. Bell, general agent for 
Equitable of Iowa at Seattle, recently 
marked his 25th year as general agent. 


WANT ADS 


Rates $13 per inch per insertion— | inch mini- 
mum. Limit—40 words per inch. Deadline Tues 
day morning in Chicago office — 175 Jack- 
son Bivd. Individuals placing ads are requested 
to make payment in advance. 
THE NATIONAL UNDERWRITER 
Life Insurance Edition 











UNUSUAL MANAGERIAL 

OPPORTUNITIES WITH A 

LARGE DETROIT GENERAL 
AGENCY 


If you are a successful life underwriter 
under age 35 and can show some experi- 
ence in recruiting and training, this can 
be an unusual opportunity for you. An at- 
tractive salary plus additional remunera- 
tion, for the man who qualifies, makes this 
an outstanding position with a leading 
agency of one of the largest life insurance 
companies. For full details, Address J-86, 
The National Underwriter, 175 West Jack- 
son Boulevard, Chicago 4, Illinois. 








POTENTIAL Insurance Company Presi 
dent! We want a man who can build an 
agency force from the ground up. Write 
in confidence to J-82, The National Under- 
writer, 175 W. Jackson Blvd., Chicago 
4, Ul. 








ACTUARY 

Leading Midwestern Life Company has fine 
opening for experienced Fellow or Associate as 
Assistant Actuary made available by reassign- 
ment of duties. Supply full particulars of edu- 
cational background, experience, family status 
and other pertinent information to J-69 
National Underwriter, 175 W. Jackson Bivd., 
Chicago 4, Ill. 
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__ MANAGERS 


Programming vs. Package 
Selling Is L.A. Topic 


“Training the New Man in Package 
Selling vs. Programming” was the topic 
of Life Agency Supervisors Assn. of Los 
Angeles. Morris Thompson, Pacific Mu- 
tual, and Wayne Fitzgerald, Equitable 
Society, favored package selling, but 
John Roberts, Occidental Life of Cali- 
fornia, and Jack O'Neill, Provident Mu- 
tual, spoke on the programming side. 

Mr. Roberts said that program selling 
builds prestige and creates centers of 
influence, programming teaches good 
work habits and time control, brings 
about persistency and gives easier access 
to prospects. He held that programming 
gives the agent a feeling of profes- 
sionalism. He favored a longer training 
period. : ; 

Mr. Thompson in advancing the 
package selling training program said 
it makes handling new men easier and 
enables the new man to make money 
faster. He held it is easier under that 
plan to discard the unsuitable man if the 


_ field test shows him to be unsuitable. 


Mr. O’Neill, for programming, said 
his company looks for the right man 
and get him into programming from 
scratch. It narrows the market for pros- 
pects, but he held that in prospecting 
no more time is required than other- 
wise. He said programming from the 
start gives more time for training the 
new man. 

Mr. Fitzgerald said his company gets 
men into the field at once and gives them 
fast training. He believes the new man 
should be in the field within the first 
week, as well as doing classroom work. 
This method gives the new man ex- 
perience and thus he gains confidence. 
He declared programming is but pack- 
age selling tied up with a gold ribbon. 


Winter Says Selling Alone 
Not Antidote to Costs 


Merely selling more business is not 
the answer to the squeeze in costs the 
general agent faces today, H. P. Winter, 
assistant vice-president of Union Cen- 
tral Life, declared at a meeting of the 
Indianapolis General Agents & Man- 
agers Assn. 

Mr. Winter cautioned general agents 





| against allowing their home offices to set 
_ impossible goals and quotas for them. 


He urged them to be honest with the 
home office by making certain it under- 
stands the difficulties faced in the agency. 
The necessity of recruiting for markets 
was also noted. In fairness to them- 
selves and their recruits, the general 
agents were asked not to bring in a 
new agent where there is no market. 

Mr. Winter concluded by emphasizing 
that effective, economical distribution 
of the life insurance market is possible 
only through the agency system, and not 
the home office. 


Install Milwaukee Officers 


George A. Knutsen, Mutual Life, 
newly elected president of Life Man- 
agers & General Agents Assn. of Mil- 
waukee, and other officers will be in- 
stalled Jan. 25. W. B. Minehan, associate 
secretary of Northwestern Mutual Life, 
a specialist on advanced underwriting, 
especially of business life insurance, will 
speak, 


Hughes Talks to Cashiers 


Frank Hughes, general agent of Mu- 
tual Benefit Life and secretary of Mil- 
waukee Life Insurance & Trust Council, 
spoke at the January dinner meeting of 
Milwaukee cashiers on “Beneficiary Des- 
ignations and Settlement Options.” 








Seattle life managers at a luncheon 
meeting heard John B. Cartwright, man- 
ager there for Occidental Life of Cali- 
fornia, discuss “Recruiting is to the 
General Agent as Prospecting is to the 
Agent.” 


Further 1952 Dividend Action Announced by Companies 


Funds Left | 
With Company | 
CE eee 


Funds Left 
With Company 
———_—_ ----———-\ 
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Current Old Zo Fo aa Current Ola 425 Fo dh 
Company Policies Policies % % % | Company Policies Policies % % % 
Baltimore Life ..Sameas’51 Same as’51 2.5 2.5 2 | Ky. Home Mut...Sameas’5l Same as ’51 2.5 2.5 2.5 
Bankers, Ia. ....Sameas’51 Same as’5l 2.85 2.85 3 Montr’l Life, Can.Same as ’51 Sameas’dl 3.5 3.5 3.5 
Bankers, Neb. ..Sameas’51 Same as’51 3 3 3 Mutual Life, N. Y.Sameas’5l Slight Ine. 2.75% 2.75 2.5 
to June 30 to June 30 North Car. Mut.App.20%Inc. °.......... 2.5 2.4 2.5 
Boston Mutual..Sameas’51 App. 5% dec. 2.5 2 2 | Reliance Life, Pa.Sameas’51 Same as’51 2.75 2.75 2.75 
Equitable Sow ..Sameas’517 Same as ’517 2.75 2 2.75 Sav’s Bk., Mass.App. 9% Ine. Same as ’51 3 3 3 
Equitable la. .. App. 10% Ine. Same as’5l 3 3 3 ; Security L. & A...Sameas’51 Same as’51 3.25 3.25 3.25 
Franklin Life ..Sameas’5l Sameas’51 Guaranteed Rate | Southern States..Sameas’51l Same as’51 2.5 2.5 3 
Guaranty Income.Same as ’51 Sameas’51 2.5 2.5 2.5 |Standard, Ore. ..Sameas’5l Same as’5l1 2.75 2 3 
Iowa Life ..New prem. rate App. 4% ine. 2 2 2.4 | Teachers I. & A.Sameas’5l Same as’51 2.75 2 ie 
schedule ae | West. & South’n.Sameas’51 ~~... . 2. sees yuar. Rate 3 
od 


Jefferson Natl..Sameas’5l 


Same as "51 


bo 
ou 
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+Immediate annuity and various other annuity dividends revised. {Except interest option, which is 2.5% 








Anti-Trust Suit Filed 
Against I. B. M. at New York 


A civil anti-trust suit has been filed 
in federal court at New York against 
International Business Machines Corp., 
charging that it has unlawfully restrained 
and monopolized the tabulating industry 
in the United States in violation of the 
Sherman act. 

The government charges that I. B. M. 
owns more than 90% of all the tabulat- 
ing machines used in this country and 
95% of all tabulating machines used by 
the federal government. 

The court was asked to require I. B. 
M. to give present and future users 
of tabulating equipment an option either 
to purchase or lease it on a non-restric- 
tive basis. 

Insurance companies country wide use 
thousands of these I. B. M. machines. 

I. B. M. denied the charge and said 
that it is but one of many business ma- 
nee companies in a highly competitive 
ield. 

An injunction was asked which would 
prohibit I. M. from leasing equip- 
ment on any condition which required 
prior disclosure of the use to which the 
machine was to be put by the purchaser; 
prohibited experimentation with the ma- 
chine, required the purchaser or lessee 
to make use of the maintenance and 
repair service of I. B. M., or required 
the purchase of replacement’ parts or 
tabulating cards from I. B. M. The gov- 
ernment said B. M. will not sell 
tabulating machines to users but permits 
their use only under a leasing system 
which in the past has contained burden- 
some and unreasonable restrictions. 





Frank Pemberton, Seattle agent, sold 
his fire and casualty business to Kenneth 
I. Tobey. Mr. Pemberton is now devoting 
his full time to the life insurance with 
Guardian Life. 


_ Take Agency Posts 








Alex. MacArthur H. L. Schroeder 


These two gentlemen have stepped into 
top agency posts with Central Standard Life 
of Chicago. Alexander MacArthur is the 
vice-president in charge of the agency -de- 
partment. Harry L. Schroeder is agency 
director. Mr. MacArthur has headed the 
leading agency of the company at Chicago 
and has made rapid strides in agency acu- 
men since he was discharged from the air 
force in 1946 after term as a prisoner of 
war. Mr. Schroeder is a veteran in the busi- 
ness, having started in 1933 and having seen 
service in various agency capacities with 
Equitable Society and John Hancock before 
joining Central Life of Chicago in 1950. 


Widows Split Proceeds 


Two women, both claiming to be the 
widow of a Korean war veteran, are 
to split his $10,000 in government in- 
surance under an order issued by a fed- 
eral court at Providence. The soldier, 
Alfred J. Patnaude, was killed last Feb- 
ruary while fighting with the army in 
Korea. Mrs. Helen E. Patnaude, Crans- 
ton, R. I., mother of three children, is 


to receive $5,000 from ‘her husband’s 
policy. She brought the action against 
Phyllis Patnaude, of Clintondale, N. Y., 
who had been designated sole benefici- 
ary in the policy. The suit contended 
that the New York woman was not 
married to the soldier who had married 
Mrs. Helen E. Patnaude in 1940. The 
court order was based upon a stipula- 
tion agreed upon by the parties. 
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January is a completely new beginning for 
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ahead and plan for the future. Better still... this is the 


SOUTHLAND LIFE’s many phases of insurance are 
made available through liberal brokerage 
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ALL OUR ANNUAL STATEMENTS THROUGH 1975." 


Ousted Boston Tax Man 
Sticks to Insurance Story 


Denis W. Delaney, ousted collector 
of internal revenue of Massachusetts, 
during his trial on charges of bribery 
and violation of the federal criminal 
code, was questioned extensively on his 
dealings with Daniel Friedman of New 
York. 

Delaney admitted receiving $10,000 
from Friedman but insisted that this 
was by way of a share in life insurance 
commissions and denied that it had any 
tax-fixing implications. 

Delaney said he and Friedman entered 
an agreement to go into the insurance 
business in 1949. Delaney testified that 
this was consistent with his experience 
because he had been licensed as an insur- 
ance agent in Lawrence in 1928 and ’29. 
He got four checks of $2,500 each from 
Friedman but he said he could never 
induce Friedman to tell him to whom 
the insurance had been sold. 

Last spring Delaney wrote a letter 
that was back-dated to March, 1949, 
stating that the $10,000 from Friedman 
was for advice on housing construction. 
Delaney testified that he did this at the 
insistence of Friedman who claimed he 
would be in hot water if it should be 
brought out that he split commissions 
with an unlicensed person. 


Roundup on Bills Which 


Are Pending in Congress 


WASHINGTON — New bills intro- 
duced at this session of Congress which 
if passed will affect the life insurance 
business would amend NSLI provisions, 
social security retirement age, and rail- 
road retirement limitations. 

Rep. Edith Nourse Rogers seeks to 
provide gratuitous $10,000 coverage to 
service personnel who, under certain 
conditions, died between Oct. 8, 1940 
and Sept. 3, 1945 in line of duty, and 
also to service personnel who became 
totally disabled as a result of military 
duty, to personnel captured, besieged, 
or isolated by enemy action during the 
last war. Provisions are also proposed 
in respect to waiver of premium in 
some cases. 

‘Rep. Machrowicz 





of Michigan is 


sponsoring a bill to reduce social se- 
curity retirement age from 65 to 60. 

Sen. Langer of North Dakota seeks 
to amend railroad retirement act by re- 
moving limitations upon payment ot 
sickness benefits during periods of 
actual sickness. 


Ill. Tax Revenues Up 7% 


Revenue collected by the Illinois de- 
partment during 1951 amounted to $17,- 
122,000, an increase of more than 7% 
About $15,600,000 of this was from the 
premium tax. 

There was a 72% increase in the 
amounts assessed against insurance com- 
panies for the cost of examinations. 
This, according to Insurance Director 
Day, resulted from an intensification of 
the examination activities and from a 
substantial increase in the per diem as- 
sessment made by the department. 

The department is spending only 5% 
of the revenues which it collects from 
insurance sources. 


Extends Wider Air Cover 


Mutual Life, which recently broadened 
aviation coverage in new policies, is now 
applying the liberalized rules to earlier 
policies. 

Double indemnity provisions in ex- 
isting policies, which only covered pas- 
senger flying in scheduled commercial 
airliners, will now be generally applied 
so as to cover passengers in any com- 
mercial aircraft, scheduled or non-sched- 
uled, and in planes operated by private 
business organizations to transport their 
personnel or guests. This broader avia- 
tion coverage has been part of the 
double indemnity provision in policies 
issued since Sept. 6, 1951. 


Field to Southern National 


Yates Field, who was with American 
Hospital & Life as assistant to the presi- 
dent and later with Guarantee Mutual 
Life at Dallas, has been appointed su- 
perintendent of agencies of Souther 
National Life of San Antonio. : 


Andrew J. Maloney, assistant vice- 
president of Bankers Trust Co., New 
York City, was elected a trustee of 
Postal Life. 
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New Bus. 
1951 
Colonial Life ......... 39,545,514 
Fidelity Mutual ....... 73,205,204 
London, Canada ...... 312,125,846 
Monumental Life ..... 81,194,763 
Northwestern Natl. .... 102,492,989 
Ohio National ........ 77,150,176 
Pacific Mutual? ...... 196,000,000 
Pan-American ........ 9,026,5 














New Bus. 1951 Inc.* 

1950 In Force 
34,270,910 23,862,3701 
68,449,325 45,285,6832 
264,101,733 230,375,192" 

78,810,786 37,658,56 
148,968,646 69,892,398! 
72,194,221 44,870,9325 
175,300,000 141,000,000 
90,969,798 55,115,303° 








Give Rates for Maccabees 
Parental Cover Policy 


The new Maccabees policy that in- 
sures the parental team through a payor 
benefit written on the basic policy cov- 
ering the mother is being written on 
20-pay life, 20-year endowment, and 20- 
pay endowment at 65 plans, from ages 
16-60. 

On a 20-pay life plan the premiums 
per $1,000 at the stated ages for the 
woman are: 25, $28.23; 30, $31.11; 35, 
$34.68; 40, $39.06; 45, $44.70; 50, $51.96; 
55, $61.64. 

The payor benefit rider is written on 
the father for a percentage of the basic 
premium. The percentages of the 
mother’s premium for these male ages 
are: 25 and 30, 6%; 35, 8%; 40, 10%; 
45, 15%; 50, 22%; 55, 31%; 60, 45%. 


Manhattan Life Issues 
Naval Foundation Policies 


The U. S. Naval Academy, class of 
1946, has launched a foundation with 
20-year endowment policies issued by 
Manhattan Life, and sponsored by Fleet 
Adm. William F. Halsey (ret.). The 
foundation will be used to fund educa- 
tional, charitable and scientific projects. 


Full Juvenile Benefits 


Juvenile policies written by American 
Home Life of Kansas since Jan. 1, will 
include full death benefits from date of 
birth in lieu of former benefits starting 
at age one. The policies will have the 
same rates, premiums, and values as 
formerly. 


Duback C.L.U. Speaker 


Recent tax developments that affect 
life insurance were discussed by Paul H. 
Duback, Milwaukee attorney and until 
recently a trust officer with First Wis- 
consin Trust Co., at the Jan. 24 luncheon 
meeting of the Milwaukee C.L.U. chap- 
ter. Mr. Duback has been engaged in 
estate planning and active in Milwaukee 
Life Insurance & Trust Council. 


Milwaukee Council to Elect 


Milwaukee Life Insurance & Trust 
Council will hold its annual meeting 
and dinner Jan. 28. William F. Elliott, 
Chicago attorney, who is a member 
of Chicago Life Insurance & Trust 
Council and Indianapolis Estate Plan- 
‘ning Council, will discuss “Some Present 
Aspects of the Estate Problem.” 


Lewis Ohio State Star 


Wayne L. Lewis of the Columbus 
agency of Ohio State Life led all com- 
pany agents in paid volume for 1951. 
Producing $1,500,000, Mr. Lewis has for 
the fifth consecutive year qualified for 
the Million Dollar Round Table. 


Complete Saratoga Program 


Ralph F. Lewis, assistant managing 
editor of Fortune magazine, will cover 
the subject, “Are Our Policyholders 
Listening?” at the annual meeting of the 
New York State General Agents & 
Managers at Saratoga, Feb. 15-16. The 
other speakers have been announced 

















previously. 





Ostheimer Tops $8 Million 


Leader of the Northwestern Mutual 
sales force last year was A. Ost- 





heimer, III, Philadelphia, with prody 
tion of over $8 million. Other leadg, 
were N. H. Seefurth and Ben S. & 


Giveran, Chicago; H. B. Ruhl, Detroj 
. N. Meeks, Columbus, O.; E, yj 
Klein, Cleveland; Royall R. Brow 


Winston-Saler, N. C.; Sidney Weis: 
Detroit; A. C. F. Finkbiner, Jr., Phil 
delphia, and F. D. Leete, Jr., India! 
polis. 

General agency leaders were C. } 
Eckert, Detroit, with over $15 milligy 
Jamison & Phelps, Chicago; J. R. Map 
Los Angeles; J. Lowell Craig, Mi 
waukee; B. J. Stumm, Aurora, I}: 
A. C. F. Finkbiner, Philadelphia; M. 4 
Carroll, Oshkosh, Wis., P. T. Alle, 
Buffalo; R. J. Dolwick, Cleveland, an 
Frank R. Horner, Madison, Wis. 


Takahashi Appointed as 
New Hawaii Commissione 


Sakae Takahashi of Honolulu hy 
been appointed treasurer and exofficy 
insurance commissioner of Hawaii fy 
a four-year term. He succeeds Willian 
B. Brown, who resigned last year m 
his appointment as a federal judge. 

Mr. Takahashi is a graduate of Uni 
versity of Hawaii and obtained his lay 
degree in 1948 from Rutgers. In th 
last war he served with distinction in 
the Italian and northern France can- 
paigns and was discharged with the 
rank of major. 

Howard K. Adams, who has bee 
acting treasurer and commissioner, te- 
turns to his civil service post as deputy 
treasurer. 








Royal Neighbors Plan 
Remodeling, Modernization 


_ Royal Neighbors will remodel the 
fourth floor and modernize the main 
passenger elevator of its supreme office 
building at Rock Island. Cost of the 
improvements will exceed $100,000. An 
air-conditioned lounge, lunch room, pri- 
vate dining room, and kitchen will be 
constructed on the fourth floor. 


Ready for Ill. Congress 


The annual meeting of Illinois Fra 
ternal Congress is to be held Feb. 22 at 
the Palmer House, Chicago. Luncheon 
speaker will be C. Hilding Anderson, 
who is master in chancery of the 40 
perior court at Chicago. Other speakers 
include Russell H. Matthias, Chicago at- 
torney and former president of the asso- 
ciation; Edward D. Brown, consulting 
actuary, and Joe Fitzsimmons, treasurer 
of Modern Woodmen. 

President of I.F.C. is Otto Hansen, 
who is president of Independent Order 
of Svithiod. In the on-deck position ol 
2 aacaaane is W. C. Ewan of Fidelity 

ife. 





| 
Total Insurance in Force 
more than 


$123,659,140 


Gain of more than 
ONE-QUARTER MILLION IN ‘5! 


WOODMEN CIRCLE 


Omaha, Nebraska 
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Sales Ideas and Suggestions 


A detailed and highly usable account 
of how he sifts sellable prospects out 
of five groups of potential buyers was 
given by Barnes C. Anderson, Jr., 
Philadelphia, at the regional convention 
of Northwestern Mutual at New York 





ae big problem today, he indicated, 
js that people are putting so much of 
their incomes into houses, cars, wash- 
ing machines and the like that they are 
commodity-poor and even. commodity- 
bankrupt without realizing it. 

“To these commodity-bankrupt fam- 
ilies I carry the challenge of acquiring 
property which steadily appreciates in 
value instead of depreciating even before 
it is paid for,” said Mr. Anderson. 


Classes of Prospects 

Mr. Anderson’s main classes of pros- 
pects are those referred to him by a 
friendly accounting firm; dental and 
medical students; referred leads from 
present policyholders; old policyholders; 
and fire and casualty insurance contacts 
obtained through an exchange of leads 
with a fire and casualty agent friend. 

For the last two years Mr. Anderson 
has worked very successfully with two 
C.P.A.s who have a partnership. During 
1951 this firm practically handed him 
on a silver platter $200,000 of business 
on their clients. These C.P.A.s are thor- 
oughly sold on Northwestern Mutual 
and in working with their clients con- 
stantly recommend that life insurance 
be used to protect business interests. 

Last August one C.P.A. actually sold 
the need for partnership insurance and 
called Mr. Anderson to meet the client. 
Within 20 minutes he had a check for 
$25,000 of insurance and considerably 
more was forthcoming later. 


Early-Bird Prospecting 


Mr. Anderson found he was having 
very limited success with doctors and 
dentists already in practice. To over- 
come this weakness and get business in 
this high-income group, he decided to do 
some early-bird prospecting among 
medical and dental students. Within a 
two-year period, one freshman dental 
student has been responsible for helping 
him create an endless chain that has 
now grown to half a million of life in- 
surance. Having done business with the 
presidents of the two main dental frater- 
nities, Mr. Anderson has arranged to 
talk to both these fraternities shortly 
and hopes that 25% of his prospecting 
inventory for 1952 will be taken care of 
as a result. 

The best prospects are upper juniors 
and lower seniors, he has found. Seniors 
ready to graduate are not so recep- 
tive, for their only thought is to take 
care of the immediate problems that 
graduation will bring, such as family up- 
heaval, setting up practice, and the like. 


AVOIDS TERM 


Also, the great majority of medical 
and dental students will settle elsewhere 
following graduation, so selling a large 
amount of term would entail many fu- 
ture problems that are beyond the 
agent’s control. Therefore he must sell 
Permanent insurance. 

This means spending many interview 
hours to establish the philosophy of 
life insurance. Mr. Anderson points out 
that the sacrifices they make now to 
buy life insurance are relatively small 
compared with those that they and their 
families make during this educational 
period but if death should strike, their 
families would have nothing to compen- 

















sate them for the investment they have 





Gives Details of System for Selling 
Coverage to Medical, Dental Students 





made. On the other hand, life insurance 
would provide their families with a min- 
imum standard of living. Occasionally, 
one of the prospects will say, “My wife 
and children could go to live with her 
family if I die.’ Mr. Anderson quickly 
replies that both families have been 
helping to ease the financial burden dur- 
ing these years and he asks whether it 
is fair to put them in a position whereby 
the financial aid they will be forced to 
give the prospect’s family might deprive 
them of enjoying their retirement years. 


Can’t Afford to Lack It 


Last August a dental student with 
two children said to Mr. Anderson, 
“Barnes, I can’t afford this life insur- 
ance for it might actually take food off 
the table, but more than that I can’t 
afford to be without it. I just can’t ask 
my family and my wife’s family to make 
more sacrifices if something should 
happen to me at this time.” 

With this group of prospects Mr. An- 
derson constantly stresses the auto- 
matic premium loan provision as a proof 
against loss feature that can be used 
during temporary financial set-backs. 
The paid-up and extended term provi- 
sions do not seem to appeal to them, 
largely because they do not like to con- 
template anything but continued finan- 
cial success in the future after these 
years of struggle. Recently he sold one 
student on the idea of transferring cash 
from bonds for the first two annual pre- 
miums of $12,000 of life paid up at 
age 65. 


Earmarked for Washer 


Soon afterward, Mr. Anderson was 
able to help this client get the apart- 
ment above the Andersons and the 
wives became fast friends. Mrs. Ander- 
son said to her husband one evening, 
“How did you have the nerve to sell 
them life insurance? Ellen told me they 
had planned on getting a new washing 
machine with that money.” 

Mr. Anderson reminded his wife that 
back in 1946 they had started their own 
life insurance program long before they 
got their Bendix, on the premise of 
first things first and he has used this 
philosophy again and again in convinc- 
ing young men to establish a good life 
insurance program first and let the com- 
modities come as they will. 


GETS ALL FACTS 








Mr. Anderson said that in doing busi- 
ness with medical and dental students 
he is always very careful to gather all 
the facts that he can about their finan- 
cial situations, for each case varies in 
that respect. In many cases they have 
borrowed money from parents and if 
so he has to find out how much, and 
how and when it is to be paid back, 
whether a note has been signed and 
whether the note would be cancelled if 
the parents died. 

Ascertaining the true extent of the 
financial situation by careful probing 
enables Mr. Anderson to sell permanent 
insurance whereas on the surface many 
situations would seem to call for term. 
His willingness to spend many hours 
explaining the philosophy of life insur- 
ance, even after he has completely sold 
these prospects on the Northwestern 
Mutual’s position, has had effective re- 
sults, for these men have been enthusi- 
astic about sending Mr. Anderson to 
see fellow students. 

Referred leads from present policy- 
holders include mostly executives, new 
home-owners, and in general prospects 
who are becoming commodity-poor 


though they may not realize it. Often 
he runs into the objection that the pros- 
pect has a good program of group cov- 
erages with his employer. Even while 
congratulating his prospect on having 
these, Mr. Anderson all through the 
interview injects the idea that the man 
might well go into his own business or 
change firms and these group benefits 
should not be regarded as something 
to depend on. 

“T remind him that his firm will not 
educate his children, pay off the mort- 
gage, or set up a future reserve fund, 
and unless he himself creates a sepa- 
rate financial plan he and his family will 
pay the price for not having done so,” 
Mr. Anderson said. 


Never-Ending Cycle 


To the prospect who says. that he 
will be able to start a financial program 
as soon as he buys his storm windows, 
new dining room furniture, or a tele- 
vision set, Mr. Anderson says, “Mr. 
Prospect, do you realize this is a vicious 
cycle and you are always going to find 
an apparent need for another commod- 
ity? By the time you have purchased 
all these commodities you will realize 
that replacement of such things as re- 
frigerators, vacuum cleaners, etc., has 
become necessary. Too many men real- 
ize too late that they have been thinking 
of these commodity purchases as invest- 
ments. The cold, hard facts show that 
they are anything but that. The moment 
that new refrigerator enters your home 
it depreciates 20%.” 

Mr. Anderson tells these prospects 
that he recently bought a new home but 
that by forcing dollars out of his budget 
into his life insurance program he kept 
himself from heading into economic 
chaos. He mentions that by channeling 
a set amount of dollars into his life in- 
surance estate he lessens his concern 
about his mortgage obligations, for a 
reserve fund is growing at a guaranteed 
rate as the years go by. 


INFLATION 


When men bring other investments 
into the picture, Mr. Anderson draws 
on all the material he has to show why 
life insurance is the only financial plan 
the average man with a home and fam- 
ily should use. He doesn’t retreat in the 
face of the inflation argument and points 
out that many men are today using in- 
flation to rationalize their failure in 
financial planning. 

To prospects who say they can do 
better with their own money, Mr. An- 
derson tells them that one thing is cer- 
tain—in 15 years they will have more 
dollars saved in their life insurance pro- 
gram than anywhere else and if they 
really want to invest in stocks they’d 
do well to take out a $2,000 10-year en- 
dowment plan. At the end of that time 
they’d have dollars to invest and still 
not just be talking about it. 

Recently a young doctor—not yet a 
policyholder—started to needle Mr. 
Anderson about other investments. Mr. 
Anderson finally replied, “In your pro- 
fession it will be necessary to devote 
much of your time to future study. That 
should certainly increase your income 
by at least $2,400 a year in the future. 
This is equivalent to a 3% yield on $80,- 
000. Do you think that you’re good 
enough to make that much as a self- 
styled investment expert in the next 
10 years?” E 

Discussing business from old policy- 
holders, Mr. Anderson said that today 
men’s situations and needs change so 
rapidly that to lose contact with present 
policyholders is like throwing dollars 
down the drain. He makes a practice of 
stopping by to see his policyholders, 
not just for idle conversation, but to 
keep them abreast of the Northwestern 















Mutual picture and to. give them new 
ideas pertaining to their insurance pro- 
gram. Often they will say, “I’ve been 
meaning to call you but haven’t gotten 
around to it.” Often they seek informa- 
tion about mortgage insurance, educa- 
tional plans, or have a referred lead to 
give Mr. Anderson. 

For the last two years Mr. Anderson 
has been working with a fire and cas- 
ualty agent and has obtained many 
cases in this way. Once a month they 
lunch together and review their prospect- 
ing files. At first Mr. Anderson found 
it necessary to educate this agent in 
prospecting as it is understood in the 
life insurance business but since then 
he has been doing an excellent job in 
qualifying the prospects that he passes 
along. Mr. Anderson has sent the agent 
to see many of his own clients when a 
check on their fire and casualty insur- 
ance showed a deficiency. 


Must Recognize Situations 


“Both of us know that if we wait 
until our policyholders ask about life 
insurance or fire insurance this working 
agreement will soon stagnate,” he said. 
“Therefore, we attempt to recognize 
Situations where needs for either type 
of insurance exist.” 

Mr. Anderson does an intensive job 
of selling friends and natural contacts. 
His only concern about selling friends 
is that he may not have sold them 
enough. His barber, his shoemaker, his 
butcher and his druggist are all policy- 
holders. At first his wife was reluctant 
to let him contact her friends but after 
she found out that her uncle had bought 
elsewhere even though he knew Mr. 
Anderson was in the business her atti- 
tude changed and she is now eager to 
mention friends who should be buying 
life insurance. 





Folder Encourages Sending 
Clippings to Prospects 


Many New York Life agents make 
effective use of a little folder, 344 x 8 
inches, in which the agent can paste a 
clipping about a prospect or client. This 
fits into a regular business letter size 
envelope and agents have found that 
people like to get these clippings. Even 
though they may have several copies of 
the clipping they can always use another 
to send along to an interested relative 
or friend. 

The front of the folder has on it 
“Congratulations to You!” Inside, there 
is a heading, “A Clipping for Your Files 
or to Pass Along to a Relative or 
Friend.” The clipping is pasted on the 
left hand page and on the right the 
agent can add a note of personal felici- 
tation. 





Sullivan, Long and May 
Raised by Mass. Mutual 


Massachusetts Mutual has advanced 
Walter C. Sullivan and Rowland H. 
Long from associate counsel to counsel, 
and Walter T. May to assistant secre- 
tary. Mr. May succeeds John T. Wells, 
who recently retired. 

Mr. Sullivan joined the company in 
1919 and has been on the law staff since 
1925. He was appointed attorney in 1931, 
assistant counsel in 1943, and associate 
counsel in 1949. 

Mr. Long started with Massachusetts 
Mutual in 1948 as assistant counsel. Be- 
fore that, he was with a New York law 
firm. In 1950 he was appointed an asso- 
ciate counsel. 

Mr. May joined the company in 1918, 
and in 1920 entered the benefit depart- 
ment. He transferred to claims work in 
1931. He was. appointed assistant man- 
ager of the claim department in 1936 
and manager in 1947. 
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L.U.T.C. Alumni of Boston reelected 
their officers by unanimous vote. These 
include Jack Stumcke, John Hancock, 
president; William Highfield, Loyal 
Protective, vice-president and secretary; 














Fred Sinatra, John MHancock, treas- 
urer. 
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Insurance Estate Planning Role 
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out to him that before death he still has 
the option of doing something about it. 
Contrary to what might be the normal 
belief, Mr. Price said that businessmen 
frequently do not know what their as- 
sets are. When the assets are listed there 
is still a valuation problem because of 
which the tax results may change. Be- 
sides consideration of the net worth of 
the individual and his wife, the planners 
must review the assets of their parents, 
children and their husbands or wives, 
and perhaps relatives. 

A primary problem is: What will be 

the asset value at date of death? This 
is not the same as the present valuation, 
said Mr. Price. Even if the valuation is 
accomplished today and the individual 
dies tomorrow, for example, the value of 
his business interest differs, Today the 
value of the life insurance holdings of 
a corporation is the cash value.. To- 
morrow it will be more because the cor- 
poration has a right to the’ proceeds. 
= there is the basic problem of good 
will. 
Wills, trust agreements, client’s atti- 
tude about relatives, and the tax basis 
on which his assets have been received 
must: be investigated. 

The tax accountant, said Mr. Price, is 
not an appraiser. He is a fact finder and 
mechanic. 
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APPLYING THE FACTS 





Having gathered all his figures the 
accountant must compute the potential 
taxes, and the savings that may be 
accomplished with the marital deduction, 
by trusts and gifts. The cash needs at 
death present the next problem: Will 
the estate be liquid? 

Having analyzed these facts, the team 
must learn the client’s objectives. Only 
then can they draw up a solution. Cer- 
tain fundamental decisions must be 
made by him before progress can be 
made. For example, does he really want 
to save his business for his son? Is he 
sure that the son will want it when he 
grows up, or isn’t he? Similar ques- 
tions can be tossed to the client at one 
of these objective seeking sessions. They 
inevitably disturb him so much that he 
decides fairly soon on some plan. 

Inflation is a problem which has in- 
vaded every estate plan. Its impact on 
some estate arrangements not only 
through the increased governmental 
taxes which have accompanied inflation, 
but also through its movement of asset 
holdings into higher tax brackets may 
have almost confiscatory results unless 
preparations are made. 

One of the dangers that must be 
avoided is a plan that results in a greatly 
increased income tax for one party that 
far offsets the estate tax saving made in 
the plan. 


Tax Saving Not the Purpose 


Tax saving gimmicks are not the pur- 
pose of estate planning, the panel dis- 
cussion brought out. There are a great 
many answers in the overall tax field 


“not known by the courts, let alone the 


advisers. Some moves are fraught with 
the danger of increased taxation by fu- 
ture decisions. 

Mr. Wormser possesses what he refers 
to as a constitutional aversion to giving 
children control of a business, or large 
lump sum benefits at as young an age 
as 21. He prefers that plans be arranged 
for them to receive them later on in the 
20s. The man in his early 20s is just 
not capable of taking on the responsi- 
bilities, he commented. 

He agreed with Mr. Watson who be- 
lieves there is perhaps too much concern 
about what the wife will do with the 
money if it all is left to her, for ex- 
ample, remarry, and that there should 
“ more concern about taking care of 
ner. 

Often there is a problem about which 
part of the estate will pay the taxes, 
that is, whether it will come from the 


residuary estate left in the will or from 
somewhere else, such as life insurance, 
jointly owned bonds, etc. If there is 
nothing in the will stating how taxes 
will be paid, the government will pro- 
portion the amount inside and outside 
the will. Even if settlement options 
have been elected, the tax people will 
invade the proceeds to collect. 


Soft Pedal Common Disaster 


The panel thought that since the mari- 
tal deduction has been arranged, not 
nearly so much concern is necessary 
about commion disaster clauses. . It felt 
that insurance salesmen should soft- 
pedal talk about them. 

Mr. Watson said that the trust com- 
panies given investment functions aren’t 
interested in having too many equities 
in their portfolios right now. He thinks 
stock is selling too high. He said trus- 
tees are taking much more interest: in 
tax exempt bonds. In. some brackets, 
134% tax exempt yields are very good. 
A 6% yield drops to .68% in the: 77% 
tax bracket. 

Where a trust has been set up and.the 
trust. company is eventually slated to 
supervise the business interest for a 
certain period, the trustee prefers to 
have a representative sit. in on the board 
of the company to learn what goes on. 
Although the trust company can’t in- 
sist on this right since it depends on the 
client, it gives the trust company an 
opportunity to observe the business and 
see how it is run in normal times and 
thereby train itself for its future tasks. 
Where a trust company is to handle 
fund investments it likes to have full 
powers. There are too many complica- 
tions that arise when its investment 
authority is restricted. 

There was a luncheon at midday for 
the more than 400 who attended the 
meeting. 


M.D.R.T. Qualifications 


Pour in at Record Pace 
(CONTINUED FROM PAGE 8) 


ronto; Fred B. Ensminger, North Ameri- 
can Life, Detroit; John R. Humphries, 
Mass. Mutual, Chattanooga; Nathan Kar- 
nibad, Mass. Mutual, Savannah; Also R. 





Kemp, New England Mutual, Chatta- 
nooga; William F. Lee, Penn Mutual, 
Philadelphia; Richard R. Pharr, New 


York Lite, San Diego; Allan F. Raynor, 
London Life, Toronto; John W. Stephens, 
Jr., Mass. Mutual, Savannah; William N. 
Thurman, Mutual Benefit, Atlanta. 

Life 


David G. Berry, Independent, Miami; 
Robert O. Bickel, National Life of Vt., 
Cedar Rapids, Ia.; Leon A. Brown, Ex- 
celsior Life, Winnipeg; William H. Burns, 
Independent, Philadelphia; Mrs. Eunice 
Cc. Bush, Mutual Life, Baton Rouge; 
Tressler W. Callihan, Home Life, Bos- 
ton; N. W. Carr, Jefferson Standard, 
Jackson, Miss.; J. Lowell Craig, North- 
western Mutual, Milwaukee; Frank 
Crum, New York Life, Detroit; Harry I. 
Davis, Mass. Mutual, Atlanta; Earle Y. 
Duncanson, Conn. General, New York; 
Charles H. Earl, Gov’t. Personnel Mut., 
Little Rock; Gerald A. Eubank, Pru- 
dential, New York; Frank B. Falkstein, 
Prudential, San Antonio; Irving Freed, 
New York Life, New York; Al Gaumer, 
Cal.-Western Life, Red Bluff, Cal.; Fred 
S. Goldstandt, Equitable Society, New 
York; Roy Green, Equitable _ Society, 
Bound Brook, N. J.; Rolla R. Hays, Jr., 
New England Mutual, Los Angeles; Rich- 
ard M. Hefter, Northwestern Mutual, 
Chicago; Ralph H. Henshaw, Franklin 
Life, Philadelphia; Paul Heymann, New 
York Life, Providence; Mrs. Sis Hoffman, 
Union Central, Cincinnati; Hugo K. L. 
Hurrelbrinck, Jr., Northwestern Mutual, 
Baltimore; J. D. E. Jones, Equitable So- 
ciety, Providence; Dan A. Kaufman, 
Northwestern Mutual, Chicago; J. Ran- 
dolph Kennedy, New England Mutual, 
Detroit; Nathan Langberg, Companion 
Life, New York; John R. Mage, North- 
western Mutual, Los Angeles; Stanley E. 
Martin, State Mutual Life, Dallas: Louis 
Meister, Mutual Life, Hartford; Charles 
Moore, Conn. Mutual, Memphis; Richard 
J. Moraff, Independent, Paterson, N. J.; 
G. M. Barry Morton, Manufacturers Life, 
Montreal; H. Kennedy Nickell, Conn. 
General, Chicago: A. Jack Nussbaum, 
Mass. Mutual, Milwaukee; William P. 
Parr, John Hancock Mutual, Baltimore; 
W. Henry Pendell, Penn Mutual, Sagi- 
naw, Mich.; William L. Porte, Mutual 
Life, San Antonio; Samuel D. Rosan, 
Continental, New York; Leroy R. Schultz, 
Northwestern Mutual, Norristown, Pa.; 


-company before joining Liberty. 


Albert M. Sheldon, Independent, Minne. 
apolis; Ben Smick, American United Life, 
Spokane; Frankland F. Stafford, Stat. 
Mutual Life, New York; Harry W. Stan. 
ley, Equitable Life of Iowa, Wichita; q 
Gilson Terriberry, Mutual Benefit, Ney 
York; Roe Walker, Northwestern My. 
tual, Milwaukee; Sam R. Weems, Min, 
Mutual, McAllen, Tex.; Irving Weinberg 
Conn. General, New York. , 


Liberty Names Three in 
Southeastern Field Posts 


Liberty Life has appointed Ralph J, 
Yow, Jr., manager at Washington, D-C, 
named C. A, Smith, II, agency assistant 
in the ordinary division and has opened 
an ordinary branch office at Atlanta with 
Wallace Buran, manager. 

Mr. Yow has been manager at Rick. 
mond, Va. Mr. Smith was assistan; 
manager at Piedmont, S. C., for another 
He 
will assist in directing company field 
activities in the southeast. 

Mr. Buran started with the company 
in 1948 at Panama City, Fla., and wa 
president of the Panama City Life Un. 
derwriters Assn." He is a graduate of 
the S.M.U. marketing institute and the 
L.I.A.M.A. school in agency mana 
ment. He goes to Atlanta, from the 
home office where’ he has been agency 
assistant since last year. He is an ait 
force veteran of the recent: war. 








Texas Insurer Enters Into 
Stipulation With FTC 


WASHINGTON — Federal Trade 
commission planned release this week 
of notice of stipulation entered into with 
it by a Texas insurance company. Pen¢- 
ing issuance, however, the name wa 
withheld . " 


WSB Committee Meets 


WASHINGTON — Procedures in 
handling petitions for approval o 
health and welfare plans and legal in- 
terpretations of wage regulation 19 wer 
considered at a two-day meeting this 
week of the special WSB tripartite con- 
mittee which will- act on petitions fo 
plans not automatically approvable ur- 
der regulation 19. The committee me¢ 
with legal consultants. 

Chairman Wilbur Cohen had no infor 
mation to release except that the com 
mittee would meet again on Jan. 31. 








May Change Saratoga Dates 

The Feb. 14-15 dates set by the Cor 
don comittee of the New York legisk- 
ture for the hearing on section 213 cor 
flict with the annual conference of New 
York State Life Underwriters Ass 
scheduled for Saratoga Springs Feb. 
15-16. As soon as the hearing dates be 
came known, state association leader 
began working on a possible change di 
dates for the Saratoga meeting, sinc 
many of the association leaders woul 
want to be at both the hearing ani 
the conference. 





Manhattan Gains in Midwed 

The midwestern division of Manhatta 
Life, directed by Harry J. Nelson, s¢ 
perintendent of agencies, chalked up# 
increase of 56% during 1951 in ner 
paid-for business over 1950. Mr. Nelso 
was recently moderator for the region 
sales congress at Detroit. 


South Texas Chapter Elects 


The following officers were elected 
the January meeting of.the south Tex 
chapter, Home Office Life Underwrites 
Assn. at Dallas: W. A. Thomas, Cot 
mercial Mutual Life, president; Lloy! 
Ware, Great Southern Life, vice-pres 
dent of programs; Luther W. Atki 
Retail Credit Co., vice-president of mem 
bership, and T. C. Browning, Pionei 
American, secretary-treasurer. 
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James G. Bruce, vice-president a 
secretary of Colonial Life, has_ bet 
appointed chairman of the 1952 heat 
fund drive in East Orange, N. J. 
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Complete- 


MA personal insurance service! 













‘(W) Life 
lV] Health 

lv) Accident 

Vv] Hospitalization 


lV] Group 
lV) Salary Savings 
lV) Franchise 
lV Wholesale 
LY] Medical and Surgical V) Brokerage 


Reimbursement IV] Reinsy 
rance 


Registered Life Protection 


Republic National 


Life Insurance Company 


Theo. P. Beasley, President Home Office: Dallas 


Life insurance in foree exeeeds $345,000,000.00 





























MR. AGENT... . 


Illustration shown 
is Cover Page of 
one of our Sales 
Pieces which won 
“Award of Excel- 
lence” Life Insur- 
ance Advertisers 
Assn. It’s a hard- 
hitting visual sav- 
ings plan presen- 
tation. 





Perhaps Pan-American Life Insurance Com- 
pany can help you solve the “If’s in Your Life.” 


You will find that Pan-American Representa- 


“> 


tives are armed with competitive merchandise, 
flexible underwriting, invaluable sales aids... 
all of which enhance your chance of success. 
What's more, our carefully-chosen represen- 
tative’s desire-to-succeed is intensified by a 
plan of compensation which furnishes greater 
benefits to those who do an outstanding job— 


A Career Contract. 
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For Inforthation, Address: 
CHARLES J. MESMAN 


Superintendent of Agencies 








CRAWFORD H. ELLIS 
President 


png 


~ - - seme 
era 2 : 


EDWARD G. SIMMONS 


Executive Vice-President 


PAN-AMERICAN 
LIFE INSURANCE CO. 


KENNETH D. HAMER 


Vice-President & Agency Director 


NEW ORLEANS, U.S.A. 








D have slow: 
gh a Piper! 


“It’s not fair to say I haven't! Everybody has fathers— 
‘specially me! Daddy may not be here . . . but he takes just 
as good care of me as yours does. Maybe better! My Mother 
told me so. She says all fathers try to take care of their chil- 
dren when they're here. But it takes a pretty special kind to 
look after you . . . even when he’s called away. She says my 
father planned and planned . . . and gave up things, too 


. .» because he loved us more than lots of dads.” 





Helping a father to guarantee 
his child a sense of security is 
just one of the deeply satisfying 
jobs of the life insurance sales- 
man... a job which earns him 
the respect of all he contacts. 














